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LARGE TURNOUT 445 oil and TBA industry men attended the Oil Industry TBA Group Convention in St. Louis 


TBA Profit Potential Large—If Selling Is Pushed 


The nation’s growing TBA potential provides oil marketers with excellent profit possibilities in the years 


ahead—if they push selling programs—speakers told the Oil Industry TBA Group convention in St. Louis 
Dec. 3-4. Outlining TBA demand and trends, speakers stressed that stations failing to offer balanced selling 
and good service cannot remain competitive. For illustrated report on convention and partial texts of speeches, 


see TBA Section starting on Page 57 
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J t( pe YEAR, each of us at Erie Meter System s has a 
F On 


\( twofold reason to express our heartfelr thanks. 


De ember 14th we celebrated our twenty- fifth annive ersary 
as a corporation and without you this never could have 
happened. At this Christmas Season we are again reminded 
that without the great example of the Life of Jesus Christ 
all of our lives would be empty, aimless and self centered. 
Christianity has taught, “Do unto others as you would 
have them do unto you. It is on this premise that we at 


. ° , 
Erie Meter Sy stems strive to conduct our business. 





How to make 
white sulfuric acid 
from sludge 


COKE 
ELEVATOR 


MRWw 
DECOMPOSER 














fluid refinery waste acids 
of ANY strength. 


Clean, white sulfuric acid, of any 
desired strength, can be made from 
your refinery sludge or H.S— or both 
together — with a Monsanto-Ross- 
Wilde sludge recovery unit. This unit 
may operate with your present con- 
tact sulfuric acid plant or, if you 
have no plant, Monsanto will design 
your sludge recovery and sulfuric 
acid units as a single project. 

In addition to sulfuric acid, these 
units recover oil from some type of 
sludge that can be refined into sala- 
ble products. 


Community relations are improved 
by eliminating stream and atmos- 
pheric pollution. Urgently needed 
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This low-temperature MRW 
decomposer produces HIGH- 
STRENGTH SO, and coke from 
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COMBUSTION CHAMBER 
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GAS COOLING 
TOWER 


FOR GAS FROM DECOMPOSER FEED OF LESS THAN 60% H750« 
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GAS COOUNG 
TOWER 


FOR GAS FROM DECOMPOSER FEED OF MORE THAN 60% H750« 
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TOWER 
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STRONG ACID 
WASH TOWER 


FOR GAS FROM DECOMPOSER FEED OF STRAIGHT ALKYLATION SPENT ACID 


tank cars, now used to carry away 
sludge and to return reclaimed acid, 
will be available for other purposes 
once your Monsanto-Ross-Wilde 
sludge recovery unit is in operation. 


Because of present sulfur shortage 
and the growing use of sulfuric acid, 
a Monsanto-Ross-Wilde sludge 
recovery unit should be a sound in- 
vestment for the present and future. 


At your request, and without obligat- 
ing you, a Monsanto representative 
will visit your plant and estimate 
the cost of a Monsanto-Ross-Wilde 
installation. He will show you how 
much acid you can produce . . . how 
much you can save on waste dis- 


posal costs. Write, wire or telephone 
MONSANTO CHEMICAL COM 

PANY, Engineering Sales Depart- 
ment, 1700 South Second Street, 
St. Louis 4, Missouri. 


MONSANTO 


CHEMICALS 


P| ASTICS 


SERVING INDUSTRY... WHICH SERVES MANKING 











THE CARE AND NURSING OF TANK CARS 
























































Caps off when loading! 

Be sure that both heater coil 
caps and the outlet valve 

cap are off. Make certain that 
coils don't leak and the 


outlet valve operates properly. 


Another way to get more from your GATX tank cars 


GENERAL AMERICAN TRANSPORTATION CORPORATION 
135 South La Salle Street -. Chicago 90, Iilinois 


District Offices: Buffalo « Cleveland + Dalles « Houston « Los Angeles « New Orleans 
New York « Pittsburgh + St. Lovis + Sen Francisco + Secttle + Tulsa « Washington 
Expert Dept.: 10 East 49th Street, New York 17, New York 


So mony people have requested reprints of these cartoon advertisements that 
we are making them available to you for use in your shops. Just write us. 
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MULTI-PUMP ECONOMICS.—Fifth in series of articles on 
multi-pump service stations analyzes operating costs and 
economic factors. Cost breakdown gives detailed summary of 
expenses, and a comparison is made of station features and 
volume for a number of outlets 


OIL-TBA GROUP CONVENTION ~ Speakers at Oil Industry 
TBA Group meeting in St. Louis tell oi] marketers they have 
big stake in growing TBA potential, Partial texts of speeches 
outline expansion of tire and battery markets as vehicle popu- 
lation grows, but warn oil] men they must stress “one-stop” 
service at stations to capitalize on the greater demand for 
TBA products 
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HERE YOU CAN EXPECT 
UNEXPECTED EXTRA-SERVICE 


(AT NO EXTRA COST) 


Sure .. . we could “get by” if we gave 

merely routine service and did only 

what's generally expected. But we like 

to see our customers smile when we spring 

the unexpected and do more than the 

job calls for. It's good business. Better 

still, it makes friends. When you have a Features from ovr Complete Line of Cans for Automotive and 
Petroleum Products: Cylindrical Quarts and 5 Quarts; Oblong 

packaging problem, why not call us in? 


re-sealable cons in ali sizes from 4 ounce through 2 Gallons 


One of America’s Largest Can Manufacturers Crown CM 


Division of 
CROWN CORK & SEAL COMPANY 


PLANTS AT PHILADELPHIA. CHICAGO, ORLANDO . BRANCH OFFICES: NEW YORK. BALTIMORE, PITTSBURGH, ST. LOUIS 
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1 Year User 


STRONGLY RECOMMENDS 


“ARO has more than 
proved its merit,” 


says O. J. Andre, manager of Andre's 
Gulf Service, Metairie Ridge, La. 


“The ARO Duplex Lubricator shown here has 
been in continual use since 1936," says Mr. 
Andre, whose station pumps better than 30,000 
gallons of gas per month. “With such service from 
Aro Equipment, I strongly recommend Aro to any- 
one interested in good greasing equipment.” 

For biggest or smallest requirements... see 
your Aro Jobber. 


The Aro Equipment Corporation, Bryan, Ohio 
Aro Equipment of Conoda, itd., Toronto, Ont 


a 


LUBE EQUIPMENT 


Also... GREASE FITTINGS ... AIR TOOLS . . . HYDRAULIC 
EQUIPMENT ... AIRCRAFT PRODUCTS 
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Every 


SUN DRUM 
a 
SEALED FOR 


SAFETY 


Twas over 15 years ago that Sun Oil 
Company started to use Tri-Sure* Clo- 
sures. Since then, Tri-Sure protection has 
been as specific a part of Sun policy as 
thorough research and careful refining. 


Today, Sunoco Mercury Made Motor Oil, 
Sunoco Dynalube Motor Oil, and Sun Sol- 
vent Refined Oils, Gear Oils, Cutting Oils 
and Textile Oils are delivered safely all over 
the world in drums equipped with Tri-Sure 
Closures. 


Where protection from leakage is essential 
... Where tampering with product is not 
tolerated ... where security from losses is a 
must...you will find drums equipped 
with Tri-Sure Closures. 


Give your products certain protection in 
transit—and give your customers proof of 
full value in full drums—by specifying 
“Tri-Sure Closures”’ on every drum order. 


AMERICAN FLANGE & MANUFACTURING CO. INC. 
30 ROCKEFELLER PLAZA, NEW YORK 20, W. Y. 


TRI-SURE PRODUCTS LIMITED 
ST. CATHARINES, ONTARIO, CANADA 


*The “Tri-Sure” Trademark is a mark 
of reliability backed by 29 years serv- 
ing industry. It tells your customers 
that genuine Tri-Sure Flanges (in- 
serted with genuine Tri-Sure dies). 
Plugs and Seals have been used 








AHEAD OF THE NEWS 





NEW RECORD—Passenger car consumption of gaso- 
line for 1951 will set a new record. Preliminary es- 
timates indicate that average gasoline consumption 
per passenger car for the year will be about 655 gals. 
This is about two gallons above the average per car 
in 1948—the previous postwar record. Motor oil con- 
sumption per passenger car probably will continue its 
downward trend, the estimated 1951 figure being 
about 16.8 gals. of motor oil per car per year, as 
against the 1950 figure of 17 gals. 


BATTERY STANDARDIZATION Long - awaited 
standardization order on storage batteries probably 
will be issued in the near future. It will be selective 
in that only certain sizes of the low price and pre- 
mium price sizes will be eliminated, rather than an 
across-the-board restriction. For example extra heavy 
duty batteries probably will be retained in large truck 
sizes, but eliminated for passenger cars and light 
trucks. 


FREEWAY STATION PROBLEM — In some areas 
where the network of freeways and expressways is 
spreading, a tough problem regarding service station 
construction is rearing up. As the high-speed routes 
are extended, more and more stations are being by- 
passed. So other stations are designed to get high- 
way business. In some cases, regulations limit the 
number of stations, or set them back from the high- 
way or restrict egress and ingress. This has opened 
a complicated new field of planning stations for free- 
ways and catering to that customer potential. 


CLIPPER RANGE — With the steady increase in 
“clipper service” for delivering gasoline directly from 
terminals to service stations in the West, operations 
departments have been trying to determine the prac- 
tical limits of the hauls. One of the majors, which 
has two years experience behind it in “clipper trans- 
port,” thinks that a 150-mile trip is the limit. It 
rates as “clippers” any tank trucks with a capacity 
of over 5,000 gals. 


ARIZONA CANOPIES—Canopies have been stand- 
ard service station equipment in Arizona because of 
the beating sun. Some private brand multi-pumps 
have operated successfully without canopies despite 
general belief they wouldn't go. As a result, at least 
two majors have tried stations without canopies in 
Arizona and are waiting to see whether they achieve 
public acceptance. 
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DELIVERY SCHEDULES CUT—At least one West 
Coast major has reduced frequency of motor oil and 
TBA deliveries in Los Angeles area to one a month. 
This means that the dealer must gage his needs so 
he will order in sufficient quantity instead of calling 
up for some item whenever he runs out. By reduc- 
ing frequency of deliveries operational costs are 
trimmed. If the dealer doesn't have sufficient stor- 
age for a month's supplies, exceptional deliveries will 
be made. Another psychological aspect is being 
watched. When a dealer has a shelf heaped with 
TBA, there may be more incentive to sell than when 
stocks are low. If this is true, TBA sales may im- 
prove, giving the dealer incentive to try even harder. 


IRANIAN PROBLEM—By February, the petroleum 
lost to the world by the Abadan refinery closing will 
have been made up elsewhere, a leading California 
petroleum economist believes. Oi] commerce without 
Iran will be normal. If Iran then returns to the oil 
business, repercussions may follow because the out- 
put will become a surplus, he believes. If the opera- 
tion is regained by Anglo-Iranian Oil Co., it presum- 
ably will regain many of its old markets, thus loosen- 
ing the general supply situation. If the Iranian gov- 
ernment goes into business, it will have to start from 
scratch competing for markets. He thinks it will be 
two or three years before Iran is back where it was 
before the shutdown last summer. 


TRUCK SAFETY LIGHTS— An oil equipment manu- 
facturer is entering the truck light market with a line 
of clearance lights. Two models will be available, one 
designed specifically for tank trucks and the other 
for vans. The lights are said to be explosion proof 
and vapor proof. Base is made of heavy aluminum. 
One feature is the snap seal plastic lens which per- 
mits bulb replacement in a matter of seconds, since 
there are no screws or clamps to remove. Scientif- 
ically designed lens is said to produce more light. 


GAS TURBINE RESEARCH—The military will be 
able to switch to greater use of such low grade fuels 
as kerosine should all go well with tests being con- 
ducted now on the use of gas turbine engines with 
helicopters, trucks and boats. Engineers point to the 
fact that a 175-hp gas turbine unit weighs only half 
as much as comparable 500-lb. engine and is much 
simpler mechanically. It requires neither a centrif- 
ugal clutch nor a cooling fan and can operate on 
high octane gasoline when necessary. 








Shortens 
Time... 


... between question and answer 


With IBM Electronic Business Machines, 

oil company executives are getting answers at 
electronic speed . . . the answers each needs 

to develop more efficient distribution and 
production plans. 

These versatile machines provide information 

on every phase of business operations. 

The oil industry has found new economies through 
the use of IBM machines for all phases of 
accounting, statistics, and scientific research. 


IBM Electronic Business Machines 
eee, Seen : = hy . - mm Gonpesatie 


590 Medisen Avenue, New York 22, N.Y. 
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Neat as a pin... clean as a hound’s tooth 


Whether you operate only a two outlet loading rack or a giant 
with 24 or more, you will get the cleanest piping—the most 
workable platform when you use Rotocycie meters. That's be- 
cause of the flexibility with which these meters can be hooked up. 
Registers (either straight reading or printers) can be turned to 
any of four positions, 90 degrees equi-spaced. Meter outlets can 
be placed at right angles to the line or inlet and outlet may be in a 
Y position as shown in the above picture. Even the register exten- 
sion is adjustable in relation to the other meter components. 
These options, found only in the Rotocyice meter design, conserve 
space, eliminate costly pipe bends and keep “on-the-job” pipe 
fitting to a minimum. 

All this adds up to money saving installation ease and money 
earning operating convenience. Write today for complete facts 
about Rotocycle meters and engineering data on their efhcient 


ROCKWELL Sy’ 


Rockwell Rotocycle meters ore 
mode in types ond sizes to wit 
every petroleum meawrement 
requirement — bulk station, tonk 
truck or pipe line. 


Pp 


UR GH 8 PENNSYLVANIA 
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Sel your customers fue! i 
WONT CLOG FILTER SCREENS! 


Shell’s additive now available 
to distributors for addition 
to any distillate fuel. 


I ILTER-SCREEN CLOGGING due to tars and 
resins, with its high service costs, can now be elimi- 
nated ... no matter what brand of fuel oil you sell. 


The Shell fuel oil additive that prevents this 
clogging is now being marketed to distributors for 
addition to any distillate fuel oil or diesel oil. 


Eliminate chief cause of service expense 


A very small amount of lonad 17, added to your 
fuel oil stocks, will wipe all service calls due to 





THE SAME FUEL OIL! 


4 WwiTH 
tONAD 17 


witHoutT 
1ONAD 17 


2 fuel off 











such filter-screen clogging right off your books. Its 
cost is repaid many times over through this reduced 
service cost. And there’s no estimating the value 
of the customer good will you build up through 
elimination of many service failures. 


During 3 years of field testing in thousands of oil 
burners, not a single failure due to screen clogging 
has been reported where lonad 17 was used! 


For complete details, write or phone nearest Sheil 


Chemical office. 


SHELL CHEMICAL 
CORPORATION 


CHEMICAL PARTNER OF INDUSTRY AND AGRICULTURE 


EASTERN DIVISION: 
WESTERN DIVISION: 


LOS ANGELES 
HOUSTON 
sf. Lovuls 
cHicaco 


500 Fifth Avenue, New York 18 
100 Bush Street, Sen Francisco 6 
CLEVELAND 

BOSTON 

Detroit 

NEWARK 
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U.S. Defense Policy Is Middle Road 
Between Military and Civilian Needs 


By Glenn M. Green, Jr. 


Defense Mobilizer Charles E. Wil- 
son tacked up a warning this week 
for the nation’s economy, including 
the oil industry: “From now on, dur- 
ing 1952, there will be many more 
guns and much less butter.” 

The statement came in a fighting 
speech, a “real stem-winder” before 
the National Press Club, which news 
accounts covered quite well generally 
But from here it looks as if the 
stories might have skimmed over the 
most significant thing Wilson said 
in fact, the real reason for his get- 
ting up to say anything It was 
this 

“I say to you today that I have 
given this program long and careful 
thought; I have discussed it recently 
with the President and with the De- 
fense Mobilizer Board, which includes 
six Cabinet officers and the heads of 
the defence agencies; and we have 
come to the unanimous conclusion 
that the program is sound and must 
be continued. 

‘We shall neither be stampeded 
into hasty action nor lulled by com- 
placency into soft action.” 

> > > 

At the end of November, the Sen- 
ate Preparedness Subcommittee un- 
der Senator Johnson (D., Tex.) is- 
sued its 35th report lambasting Wil- 
son's Office of Defense Mobilization 
for what it considered to be a lamen- 
table tendency to put more materials 
and effort into civilian “butter” and 
far too little into the “guns” dictated 
by military necessity. The subcommit- 
tee expressed its views in these 
words 

“Our major point of emphasis is 
that until we have in fact achieved 
our planned minimum level of 
strength, which we contend must be 
reached as rapidly as is humaniy pos- 
sible, then and only then will we have 
substantially reduced any likelihood 
of, as well as the inevitable risk in- 
volved in, an aggressor’s initial sneak 
attack; only then will we have short- 
ened and made less desperate and on- 
erous the period of time required for 
any mobilization for total war; and 
only then will we have measuraply 
shortened the period necessary to in- 
flict certain defeat upon any ag- 
gressor.” 

As long ago as Feb. 8, 1951, Wil- 
son told a congressional committee 

“It seems to me in this next three 
years—and this is our fundamental 
philosophy in my office over there 
we must really make America mighty 
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from both a military standpoint--we 
must have the end items of mate- 
riel that we need, war materiel that 
we need for them in good supply at 
the end of three years, and at the 
same time keep a sound economy in 
this country. I believe that it can 
be done.” 

He still believes that and told the 
Press Club so. More important, he 
has convinced the President it can 
be done. Therein lies the significance 
of Wilson's speech—-despite his warn- 
ing of more “guns” and less “butter” 
reaching a 1953 production peak, the 
oil industry can expect a continua- 
tion of the part-mobilization, part 
business - almost - as - usual policy, as 
against the build-now-what-we-need 
philosophy. 

Wilson made a good speech and 
stated probably more clearly than 
ever before the policy of erecting a 
“broad mobilization base” first and 
producing “hardware"’ for the mili- 
tary later—-without unbalancing the 
economy more than absolutely neces 
sary 

But the Preparedness Subcommit 
tee put ite finger on several disturb- 
ing elements, it seems from here. For 
one thing, it raised the question of 
why there is a machine tool bottle 
neck when the mobilizers had the sad 
experience of World War IU to draw 
upon and should have avoided that 
situation. 

Wilson's answer was frank and 
honest, if not reassuring He said 
the problem was not even recognized 
until about six months ago, adding 
only recently have we actually 
firmed up what tools are needed and 
for some the orders are still not 
placed. Only still more recently have 
we had a priority system fcr assign- 
ing available tools to the most es- 
cential work.” 

That is the sort of bungling at 
which the Johnson Subcommittee was 
training its guns 

We frankly do not know, but are 
reasonably confident that the issue 
will not die quickly. For the first 
time since he grasped the mobiliza- 
tion reins in the fall of 1950, Wilson's 
judgment has been challenged by a 
serious group. The President chosx 
to back him up. But there is bound 
to be further subcommittee needling 
after the first of the year 

Well, “you pays your money and 
you takes your choice.” Even Wilson 
admitted that his course is ‘perhaps 
the greatest gamble in our history.” 
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Oil CORPORATION 
OF NEW YORK 


SERVING THE EASTERN SEABOARD 


FROM MAINE THROUGH THE CAROLINAS 











REMEMBER: Purolator® Micronic Oil Filters filter 
more dirt faster; have up to 10 times the filter area 
of ordinary units, trap an average of 3 times as much 
abrasive dirt, including dirt so fine it’s measured in 
microns 000039"); leave additives i, won't warp, 


distort or disintegrate 


Only the Purolator Micronic* Refill has the new 
prrt-cHeck Windows which tell—and sell —show 
dealer and customer the precise condition of the 
filter at a glance make it easy for each attendant to 
handle more customers better 


PN @)T.\ co): 


MICRONIC OIL FILTER 











“Good deal all around “A real asset to our TBA program.” “Month after month sales continue to climb 
E. K. BENNETT, Longview, Texas FRANK A. EPPS, Dover, N. J "4. A. COLEMAN, Portamouth, N. H 
Distributor for Skelly Distributor for Gulf Distributor for Cities Service 








“Purolator is an important link “We count on Purolator “Sales assistance and co-operation 
in our TBA program.” to help build oil sales.” very gratifying.” 

CHAS. B. SPAHR, Harvey, La Ee. W. FRAGD, Geneseo, Il JOHN H. WEBSTER, JR., Sherman Oaka, Ca 
Distributor for Pan-Am Distributor for Socony Distributor for Richfield 





YES, ASK DISTRIBUTORS AND DEALERS— coast to coast; 
they'll tell you Purolator “goes all out”’. . . helps build sales 
and good-will with product, sales advertising. 


1. The product is first in the field. Scientifically COLLIER’S and 5 other major magazines. Plus a 
designed. Precision-made by the original manu- strong schedule in 18 trade publications. 
Seotwver of of item. Point-of-sale display material is designed, 

2. The selling is “concentrated.” Purolator men tested, proved. Dealers like it—and use it! 


are concerned only with selling Purolators and Over-all policy backs distributors and dealers 
helping dealers sell. Dealers like the line, like the 100% .. . helps them help themselves make more 


way it’s handled—show their preference with con- money 
stant orders = 
There you have it! Five good reasons why dealers 
3. The advertising is constant through the year and distributors agree that Purolator is o good com- 


Large ads in SATURDAY EVENING POST, LIFE, pany to do business with! Reg. U8. Pat. of 





piping maintenance 


¢ osts or e You spend less on it 


A by using Dependable Quality 
CRANE VALVES 
..+ That’s why 


more Crane Valves 





are used 
than any other make 


4 easy to open for inspection 


It’s no trick to dismantle this clamp 
gate valve for inspection, cleaning, or 
servicing. Just remove two nuts and 
lift out the complete bonnet and disc 
assembly. The body stays in the line. 
Reassembling is just as easy. Repeated 
opening does not affect bonnet joint 
tightness or alignment. 

A real time and labor saver on lines 

needing periodic cleanout, Crane Out- 
side Screw and Yoke Clamp Gates are 
made in materials suited to a variety 
of services. Also Inside Screw with 
rising stem and Quick-Opening Pat- 
terns. Choice of flanged or screwed 
ends. 
For complete valve suitability at lower uiti- 
mate cost, you're better off with Crane 
Valves. Ask your Crane Representative for 
demonstration. 


No. 485\, lron Body Clamp Gate 


General Offices: 
836 S, Michigan Ave., Chicago §, IIl. 
Branches and VW holesalers Serv ing 

cs All Industrial Areas 


VALVES FITTINGS * PIPE * PLUMBING * HEATING 
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SUPPLY AND DEMAND 





Alberta-West Coast Crude Pipe Line 
May Compete with California Supply 


Opinion of California oil men was 
divided this week on whether Al- 
berta crude oil and that produced in 
California will come into competi- 
tion when Trans Mountain Oil Pipe 
Line Co. completes its crude line 
from Edmonton, Alta., to Vancouver, 
B.C 

Approval to construct an $80 mil 
lion, 695-mile, 24-inch pipe line was 
given Trans Mountain on Dec. 14 by 
Canada's Board of Transport Com- 
missioners at Ottawa 

Stark Fox, vice president of Oil 
Producers Agency of California, saw 
Canadian and Californie companies 
becoming direct competitors when 
the Trans Mountain line is placed in 
operation. A West Coast petroleum 
economist predicted that Alberta 
crude would pose competition to Cali- 
fornia producers when Canadian needs 
are met, adding that the nature of 
this competition will be determined 
by price and volume 

However, Marc D. Leh, president 
of the Progress Pacific Pipe Line Co., 
which is promoting a Texas-Califor- 
nia dual pipe line for crude and prod- 
ucts, took the view that the Edmon- 
ton-Vancouver line would have no 
effect on the California market, as 
serting, “British Columbia and the 
Pacific Northwest will absorb that 
crude as though nothing happened.” 


U. S. Refineries?——There was som« 
immediate speculation regarding re 
finery construction by U. S. companies 
in the Pacific Northwest on the 
American side of the border, but this 
was inconclusive. One company of- 
ficial commented that it might be 
cheaper to expand existing California 
facilities and bring crude in by tank 
er than to build new facilities in such 
states as Washington and Oregon 


Trans Mountain itself went into 
action as soon as it got the official 
go ahead signal from Ottawa. First 
step, it said, will be to clear ground 
along the proposed right-of-way. This 
work it plans to start in February 

The Canadian board gave Trans 
Mountain until Oct. 1, 1954, to com 
plete the line, but actual completion 
is expected late in 1953 


An initial capacity of 75,000 bd is 
planned, with ultimate capacity set 
at 220,000 b/d. Participants in the 
Trans Mountain project are Im- 
perial Oil (a subsidiary of Jersey 
Standard), Canadian Gulf Oil, Shell 
Oil of Canada, Standard Oil Co. of 
British Columbia (a subsidiary of 
Standard of California), Union Oil of 
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California, Richfield Oil, and 14 inde- 
pendent producing companies in Al- 
berta. . 

The new line will run due west out 
of Edmonton to Jasper, Alta. go 
through Yellow Head Pass, follow the 
Canadian National Railway to Kam- 
loops, B. C., then take a cross-coun- 
try course to Hope, B. C., follow the 
south side of the Fraser River to Port 
Mann and terminate at Burnaby, just 
outside Vancouver 


Present Kefineries Total crude 
charging capacity in the Vancouver 
area is now about 29,000 b/d. Larg- 
est of four refineries at Vancouver is 
Imperial Oil's Ioco plant, which the 
company will expand from 12,000 to 
22,500 b/d. Expansion of other Van- 
couver refineries is known to have 
been considered, but no decisions have 
been reached. 


During the hearing on Trans Moun- 
tain’s application before the govern- 
ment board in Ottawa, some evidence 
was presented regarding the possi- 
bility of making Alberta crude avail- 
able to Seattle and Portland markets 
at some future date, but no action 
was taken in this regard 


Still pending before the Canadian 
board is an application of ‘Champion 
Pipe Line Corp. to build an Edmon- 
ton-to-Vancouver crude oil line via 
Calgary and Pincher Creek Pro- 
posed route runs for the most part 


just above the U. 8.-Canadian boun 
dary. Hearing on this application has 
been set for Feb. 26. When hearing 
on this application was adjourned 
Dec. 10, J. D. Kearney, chief commis- 
sioner of the board, commented that 
while more than one crude line might 
be run from Alberta to the Pacific 
Coast, this possibility seemed remote 

Applications of three other com 
panies seeking to build crude lines 
from Alberta to British Columbia 
were withdrawn, those of Alberta 
Natural Gas Co., Independent Pipe 
Line Co. and Westcoast Transmis- 
sion Co 

Refining Operations _U. S. gasoline 
production set a new high record ‘n 
the week ended Dec. 8, climbing 17,- 
000 bbls. above the previous all-time 
high of 22,364,000 bbls. set in the 
week ended Oct. 27, according to API 
(see table below). Gain in gasoline 
stocks exceeded that of a week ear- 
lier 

Distillate fuel oil output was off 
while kerosine production rose. Stocks 
of kerosine and distillate showed a 
decline of 3,122,000 bbis., compared 
with 3,962,000 bbls. in the previous 
week. 

Crude oil and condensate produc- 
tion averaged 6,221,350 b/d, down 
25,000 b/d from a week earlier. 

Texas Allowable Cut ?——Chairman 
Olin Culberson of Texas Railroad 
Commission suggested Dec. 11 that 
oil production be cut again in Jan 
uary 

Commissioner Ernest O. Thompson 
earlier described U. 8. crude and 
products stocks as too high and in- 
dicated he favors reducing the quota 


Summary of AP! Report on Refining Operations 
(U. 8. Total—B. of M. Basis) 


Production 


Crude runs—daily avg. 

Foreign crude included 

Percent operated 

Gasoline 

Kerosine 

Distillate fuel oil 

Residual fuel oil 
Stocks 

Finished & unfinished gasoline 

Kerosine 

Distillate fuel oil 

Residual fuel oil 


113,590 


Week Increase 
Ended 

Dec. 1 Decrease 

(thousands of bbis.) 

6,610 6,700 
433 488 
915 92.7 
22,381 22,346 
2,705 2,627 
10,113 10,271 
8,993 9,180 


Week 
Ended 
Dec. 8 


112,478 
30,377 
96,308 
46,791 


29293 
94,270 
46,218 


Summary of B. of M. Report on Crude Oil Stocks 
(thousands of bbis.) 


Total crude stocks in U. 8 
Total located in B. of M. 
East Coast District 


Week 
Ended 
Dec. 8 

258,085 


Week 

Ended 
Dec. 1 
260,901 


15,345 14,918 








SUPPLY AND DEMAND 





0 MECHANICAL FOAM. fo; ies 
tra POLAR SOLVENT FIRES! " Chateman Cothereen atid: “ t 


pt 
t 


Studied opinion that we now have t 

great stocks of crude above groun: 
and that January production should 
be reduced rather than increased. It 
has been my judgment and recon 

mendation since lact June, that pr 

duction of Texas crude be not |r 
creased 


A 


Mr. Culberson unsuccessfully o 
posed PAD’s request for Texas i 
boost its output to offset loss 
Iran's crude last summer 

Mr. Culberson took irsue with th 
3ureau of Mines on its estimat« 
2,810,000 b d demand for Texas cruck 

in January, an increase of 30,000 

d over the bureau's December 1951 
estimate 

Mr. Culberson asserted 

The present average daily allow 
able for Texas, for crude oil only 
2,968,376 b d. When an estimated & 
for underproduction is taken from 
this figure, it leaves a total estimated 
actual production per day of 2,708 
000, for crude oil only. To this can b« 
added the last reported production 
of lighter hydrocarbons, distillates 
et of 358,995 b/d 

When _ the excessive stocks 
crude on hand are considered t 
difficult to understand how the Bu 
reau of Mines could be raising it 
estimate when with a production rat 
of crude in a figure less than the 
present estimate, we are continually 
going to storage with Texas crud 


Supply and demand forecast such 
as presented by PAD Program Dire« 
tor Cecil L. Burrill at the API meet 
ing in Chicago (see Nov 7 NPN, p 
30) will not be a reguiar PAD fea 
ture, the agency said Nov. 20 in re 
sponse to an NPN inquiry PAD 
pointed out, however, that it may of 
fer revised forecasts from time to 
time should “substantial” changes b« 
indicated or should it come across 
data not available to others 


A new lubricating oil plant with ca 
pacity of 930 b/d of finished oils, a 
“substantial increase” over existing 
capacity, will be built at Deep Rock's 
18,000 b/d Cushing, Okla., refinery 
Expected completion date is Decem 
ber 1952 


Lube oil inventories on Sept. 30 
stood at 8.866.000 bbis.. down 9,000 
bbis. from August, but nearly 2 mil 
lion bbls. higher than inventories 
reported at the same time in 1950 
Bureau of Mines says 


More Diesel Locomotives Penn 
S ) . syivania Railroad has ordered 180 

A | | ‘— new Diesel electric locomotives cost 
| ~ } ; af r ing $30,203,000. The order includes 11 


road passenger four road freight 
F Y and 165 yard and road switching 
OAM S STE M, INC. . comotives. Deliveries are scheduled 
Headg ers for Foom Fire Protect : begin next April, and when complet« 
3 : early i 953, Pen ivania’s es 
WEST CHESTER. PENNA : arly n 1953, Pennsylvania Di 


fleet wil nclude 1,348 locomotiv 





GAVE 


‘s Paramount 
where yr of 


When your product is out of sight most of the time, and when profit margins are 
so small, you can't afford to risk shortages. The only sure protection is the un- 
questionable, dependable accuracy of the finest meters you can buy. Sustained 
accuracy is more important than any other factor when selecting meters! 

Red Seal meters are built to give this exacting protection for your profits. 
With only one moving part in the measuring chamber, non-wearing capillary 
seal, and no distortion due to pressure, they hold amazing occuracy over mil- 
lions of gallons without the expense of frequent adjustments or “*babying.”’ 

Not only do Red Seals need Jess servicing, but they're backed by a nation- 
wide network of factory trained mechanics and special testing equipment to 
help keep your meters always on the job. 

For sustained accuracy and low maintenance you can bank on, put Red Seal 
meters at all key points... in bulk plants and on tank trucks. 


NEPTUNE METER COMPANY 
50 West 50th Street * New York 20, N. Y. 
Bronch Offices 


ATLANTA * BOSTON * CHICAGO * DALLAS « DENVER + LOS ANGELES - LOUISVILLE * NO. KANSAS CITY, MO 
PHILADELPHIA + SAN FRANCISCO + PORTLAND, ORE. * Conedion Factory: TORONTO 14, ONT 


its go underground 


DISTINGUISHED for sustained accuracy and low 
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“Tuffy” puts plus wallop in Armstrong Tire ads to 
57 million readers of America’s biggest magazines! 


Tufty’s the friendly and dramatic visual symbol 
of famous Armstrong Rhino-Flex construction 
He sells unsurpassed Armstrong quality month 

after month to the millions of readers of 
The Saturday Evening Post... Collier's... 
Time ... Look ... American Legion 
Magazine ...Capper’s ... and Farm Journal. 
Proof—no tire manufacturer advertises 
more aggressively than Armstrong! 


Some of the hard-selling 
promotion material available 
to Armstrong distributors — 


Point of sale packages Identifi- 
cation signs Outdoor painted 
boards Window and Floor 
Displays Direct mail... Dem 
onstrations . Novelties. Write 
irmstrong Rubber Co., West Haven 
16, Conn., Norwalk, Conn., Natche 

Viss., Des Moines, lowa, GOS Market 
St., San Francisco, Calif. Expert: 20 
East SOth St., New York 22, N.Y. 
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285,954 SERVICE STATION EMPLOYEES ARE Aa enna co tame saieae co 
AT WORK IN THE U.S. EVERY DAY SELLING TBA AS STANDARD EQUIPMENT Ow A (7 
\ 


ITEMS. BECAUSE THESE SERVICE STATIONS = 
ARE CONVENIENT TO THE CUSTOMER, THEY HAVE a Sith accents thes ne ie ‘ 
SUCCEEDED IN BUILDING UP AN ENVIABLE TBA wg TYPE OF BUILTIN OWL PURIFIER. 
SALES RECORD. FOR EXAMPLE, THE MOTORIST WHO 
REGULARLY BUYS 10 GALLONS OF GASOLINE ENTERS 
A STATION APPROXIMATELY 62 TIMES PER YEAR. x 
THUS THE SERVICE STATION BECOMES A HIGHLY 7 
IMPORTANT TBA OUTLET. FIFTY MILLION PRIVATELY OWNED VEHICLES 
ARE REGISTERED IN THE UNITED STATES THIS 
YEAR, EVERY OWE |S A POTENTIAL CUSTOMER 
FOR TBA!, 50% OF WHICH IS SOLD THROUGH 
SERVICE STATIONS ! AND THE OIL COMPANIES 
AND Ol. JOBBERS WHO MERCHANDISE TBA 
__ {TEMS THROVON SERVICE STATIONS 


IN 1950...44,115,000 SERVICE 
CALLS WERE MADE BECAUSE 
OF BREAKDOWNS DUE To TBA 
FAILURES. THIS 13 BIG BUSINESS 
FOR THE MAJOR OIL COMPANIES 
AND INDEPENDENT JOBBERS 
WHO SUPPLIED THE TBA REPLACE- 
MENTS FOR THESE CAR OWNERS. 


“IT 1S ESTIMATED THAT THE 
MARKET FOR OlL FILTERS COULD 
REACH $115,000,000 In 1951" SAYS 
JIM UGHTBURN SALES MANAGER 
PUROLATOR INC."TO HELP US TELL 
PUROLATOR'S STORY TO THE MAJOR O11 
COMPANIES AND INDEPENDENT JOBBERS 
WHO WILL MERCHANDISE THESE FILTERS, 


WE DEPEND ON NPN” 
A Plott Petroleum Publication 


NATIONAL PETROLEUM NEWS 


1213 WEST THIRD ST. @® CLEVELAND, OHIO 
OFFICES: IN NEW YORK - CHICAGO + PHILADELPHIA + HOUSTON + LOS ANGELES 


*T BA iS THE OIL INDUSTRY'S DESIGNATION FOR TIRES, BATTERIES AND ACCESSORIES 
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A CARTOON FROM THE SATURDAY EVENING POST. 


“Hope you'll excuse the service, sir. 


One of our men is home sick.” 


Yes, sir, a reputation for good service is half the battle. The other half? 
\ reputation for carrying dependable, top-quality lines of gas, oil, and 
TBA—brands people know and trust. 

That's the easiest reputation for your dealers to acquire, too, because 


it comes automatically when you supply them with nationally advertised, 





Post-advertised brands. 
Post lines not only build a dealer's reputation... they are his fastest- 
selling lines, because the Post carries more automotive advertising to more 


wople than any other magazine in the world. 
peo} a 


-gets to the 
heart of Ameriea 
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If you haven't yet learned the secret of pro- 
destructive effects of cold weather, take a tip 
from the successful operators shown below. 
They have installed KIM Hotstarts on their 
equipment, save maintenance and operating 
dollars in five ways: 


] Get quick, easy starts in any 
weather. 


2 Save warm-up time. 


3 Reduce engine wear and 
depreciation. 


& Prolong life of batteries. 


5 Eliminate necessity of heated 
terminals. 


Join the list of KIM HOTSTART users 
Including only a few of thousands of KIM Hotstart 
users, these names constitute a representative “Who's 
Who in Proper Engine Care”. 


Wiliet Company 

Consolidated Freightways 

Jones & Laughlin Stee! Company 
Anaconda Copper Company 
Carnegre-|tlinois Stee! Corp. 
Inlond Stee! Company 


Cudohy Brothers 

Borse- Payette Lumber Company 
Weyerhaeuser Timber Compony 
J. News Lumber Company 
Edward Hines Lumber Company 


Kinzvo Pine Mills 





Lone Stor Cement Corp. 
Bethiehem Stee! Company 
General Electric Company 
Public Service of New Jersey - 
Dayton Power and Light 

lowe Power and Light 

Utah Power and Ligh! 
Washington Woter Power Co. 
Nash-Finch Compony 

Pet Milk Company 

Armour & Compony 

Swift & Compony 
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Peter Kiewit Sons’ Compony 
Morrison-Knudsen Company, Ine, 
Western Controcting Corporation 
Granby Constructors 

Guy F. Atkinson Compony 

Shel! O:! Company 

Sun Oil Company 

Phillips Petroleum Company 
American Oil Compony 
Tidewoter Associated Oil Company 
Genero! Petroleum Corporation 
Texos O./ Company 


KIM HOTSTART MANUFACTURING CO 


7178 woy potone 
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"Twas the night before Christmas and up at the Pole 
Old Santa was just getting ready to roll 

The toys were all packed in his new limousine 
His gas tank was full of Sinclair Gasoline 


As he stepped on the gas and drove through the snow 
He knew he was ready to “Save As You Go,” 

For he'd read in the ads in the “North Pole Gazette” 
That Anti-Rust Gas was his very best bet 


As he drove into town, his rounds half complete, 

His heart filled with joy, for he knew he'd soon meet 
Joe Smith, Sinclair Dealer, his very good friend 

Who ran a fine station, just ‘round the bend 


After Santa and Joe had chatted awhile 
Joe set to work in quick Sinclair style 
Filled the tank and radiator, 
Checked the oil and indicator 


Said Santa, “With service and products so fine 
No wonder folks flock to the Sinclair Sign, 
And no wonder I notice as I go everywhere 


That two thousand new Dealers have switched to Sinclair 


“And now my dear Joc, | must take my leave 

And finish, this job while it’s still Christmas Eve 
A most Merry Christmas is my wish to you 

And continued good business throughout °S2!” 


SINCLAIR ~-- 600 Fifth Avenue, New York, N. ¥ 





*Trede- Mark 


KenSive ling OF 


oxygenated solvents 


Industrial users know that the 
solvents and chemicals sold under the 
ENJAY* Oval Trade-mark are famous for 


high-quality and dependability 


Ty 


ENJAY markets this wide range of industrial chemicals: ENJAY products ore 


Petrohol 91 (isopropy! Alcohol) Methy! Ethy! Ketone Aromatic Tars marketed in bulk 


Petrohol 95 (isopropyl! Alcohol Ethy! Ether Paratone orin quantities to fit 
Petrohol 99 (tsopropy! Alcohol) tsopropy! Ether Parapoid 


Secondary Buty! Alcohol Diisobutylene Paratac your requirements. 
tsoocty! Alcohol Polypropylenes Paranox 
isopropyl! Acetate Butadiene Parafiow 


Secondary Butyl Acetate isoprene Vistanex ENJAY COMPANY, INC. 
Acetone Dicyclopentadiene Naphthenic Acids 15 W. Gist St., New York 19, W. Y 
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Make Certified Air Service tenes “tens 





your ticket to PROFIT 


ly participating in Schrader's 
} 


ADAPTERS 


— a2 
meg ED 5778-11 | ) 


Thousand ilers active 
Certified Air Service Plan like this new idea in “sales-thru 


stomer volume and goodwill as well 8052-12 CHECK UNIT — 
7-11 ( 


. — x 
' ’ ) i 
nao rst hand how this timely new service idea, based 
i “— 29" 4 2 
m the app tion of the easy-to-follow “5-3-0” heat build-up f 
formula, can help you in your daily cu , ontacts et 878s 


ustomer ¢ 2 
7i84 





the specially low pt ed Schrader 530-U “Certified Ar 


Use SCHRADER tire inflating-airline equipmen* 
Service” Merchandising Unit. It contains the products, sign It puts your air service ahead! 








and instructions, including the finest Schrader Gauge 
(*8106B Trutest Special), 50 =880MB Valve Caps. 50 A $15.23 $19 13 
#4000 Valve Cores, 5 #5050 Gauges and the new Manual value for : 

that shows how to start to profit the easy way. Get your decler U.S.A 
#530-U Merchandising Unit from your supplier today! 


Senvoder 


A. SCHRADER'S SON, BROOKLYN 17, N. Y = 530-8 
Merchendiing 
Division of Scowill Manufacturing Company. Incorporated Unit 





FIRST NAME IN TIRE VALVES 
FOR ORIGINAL EQUIPMENT AND REPLACEMENT 
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THE WISE BUYER CHOOSES 


GOULD - NATIONAL 


! 

H GOULD-NATIONAL factories are within 

} overnight shipping distance of 95% 
/ of America’s motoring public. 





/ 
/ 
4 
T 


“WORLD'S LARGEST 
PRODUCERS OF 
AUTOMOTIVE 
REPLACEMENT 

BATTERIES 


GOULD-NATIONAL has pioneered the GOULD-NATIONAL builds virtually 
greatest number of major improvements every type and size of lead, acid stor- 
in battery construction since 1895 : age battery. 


GOULD-NATIONAL with its vast experi- GOULD-NATIONAL is thoroughly experi 

ence and technical know-how is a con- enced in all phases of battery marketing 

stant leader in its field. This experience can produce a greater 
share of the battery market for you. 


OUR ONLY BUSINESS 1S ... BUILDING BETTER BATTERIES 
GOULD-NATIONAL *"""* | Setessees 
E-1201 FIRST NATIONAL BANK BLDG. e ST. PAUL 1, MINNESOTA . : ue 
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= many a tire dealer today who's 
mighty glad he signed up with Kelly 
when he did! 


For Kelly is no fair-weather friend. During 
the 57 years the company has been in the 
tire business, it has built up an enviable 
reputation for treating its dealers fairly. 


Why not find out now about the many 
advantages of handling Kellys in your 
area? Then when the present tire situa- 
tion eases up, we can get together and 
arrange for your future business oppor- 
tunities with the Kelly line 


Selling Kelly Tires is a Good Business 


“Best deal | ever made— 


TEAMING UP WITH 
y,  MELLY!" 


As 


' 





@ A complete line of tires, job-designed for 
every automobile use— passenger cars, 
trucks, farm vehicles! 


A 57-year reputation for craftsmanship and 
tire-building ““know-how” which has given 
Kelly a high public acceptance by motorists 
everywhere. 


Strong sales promotion support— plus pow- 
erful and effective merchandising aids. 


If you'd like a field representative 
to call, just write 


THE KELLY-SPRINGFIELD TIRE COMPANY 
Cumberiand, Mary and 


KELLY) _ ~~ 


and Improved 


77R oa ES for 57 years! 


Heavy Dual Tra 
Truck Special Service 


ao - 


, ye Pm 
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Ever-Increasing 


VOLUME 


Nearly half of all new cars built each year are factory-equipped with AC 
Spark Plugs with patented CORALOX Insulator. This means that each 
year an ever-increasing group of owners—happy with AC performance— 


adds ever-increasing volume to AC dealers’ sales. 




















For Complete Identification 


"Round-the-Clock... 


PLEXIGLAS 
Signs 






What's intended to make signs visible often 
makes them illegible! Claring light at night, for 
example, from exterior tubing or bulbs that 
also clutter the faces in daytime. For complete 
identification, day and night, take a hint from 
Shell Oil Company—use interior-lighted signs 
of PLexictas acrylic plastic. 


PLEXIGLAs signs gleam rich and readable by day. 
And they glow with glare-free brilliance after 
dark. There’s no confusion of visible lighting 
sources—no spotty illumination. Just strong, 
evenly diffused radiance over every square inch 
of the sign faces. 


PLEXIGLAS saves money, too, on fabrication, 
shipping, installation, maintenance. Light in 
weight and breakage-resistant, PLEXIGLAS signs 
travel without premium freight rates—can be 
erected with fewer, lighter supports. Because 
the enclosed lighting sources are protected from 
damage by the weather-resistant, easily cleaned 
faces—PLEXIGLAS signs stay on the job year 
after year. Solid-colored or silk-screened clear 
material, formable to almost any shape, can be 
adapted to a wide variety of merchandising 
needs. We'll be glad to send you full details. 


Canadian Distributor: Crystal Glass & Plastics 
130 Queen's Quay at Jarvis St.. Toronto. Ont.. Can 


Priexcias is @ trade-mark, Reg. US. Pat. Off and in principal foreign 
dent ficat on Countries 


carly ‘ a eased. is veloute end 
. pats: Present gaits erer=9 418 CHEMICALS C FOR INDUSTRY 
* - 4 ee foot-d ete ; 
 < Ph roet signs Bess 
e ed, pur p globes 4 
e per-service stat a 
+ fobricated by Steine ROHM & HAAS 
r N 


COMPANY 
WASHINGTON SQUARE, PHILADELPHIA 5, PA. 
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‘GRAND OPENINGS” of multi-pumps are featured by majors. This General Petroleum 12-pump “mu!ti", is picturesque Hollywood 
setting at Fairfax and Sunset Blvd., was opened with Hollywood fanfare and glitter 


Multi-Pump Economic Factors, Operating Costs 


Analysis of Big Station Costs Shows Labor at Top; 


Breakdown Gives Detailed Summary of All Expenses 


By FRANK BREESE 
Pacific Coast Editor 


Multi-pump economics are complex 
because :o many factors are vari- 


ables. There is no exact science to 
rely on 


Logging of stations has been found 
useful for checking on the activity of 
men, volume, type of business, hours 
of business, et The log factor is 
the determinant in station adminis- 
tration. There is considerable fluid- 
ity in the ratio of revenue to service 

Perhaps the prime factor is labor 
costs. Majors and Independents on 
the West Coast calculated labor to be 
65% of the operating costs. The min 
imum cost was quoted at 50° in a 
training manual recently prepared by 
the API Marketing Division 


One reacon some companies de 
cided four islands are enough was 
man-power The larger the station 
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Labor makes up about 65% of 
many stations’ operating costs. 
These and other expense data 
are discussed in detail in this 
fifth article in a series on mul- 
ti-pump stations. Other articles 
appeared: Nov. 21, p. 21; Nov. 
28, p. 17; Dec. 5, p. 17; and Dee. 
12, p. 21. 











the more staff that is required to give 
full, quick service That can result 
in over-staffing between peak periods 

In California, the going minimum 
rate is $1 an hour. It takes $200 a 
month to get an able attendant and 
something over $250 a month to hold 
a man It doesn't take very many 
men standing around at $200 per 
month to throw off station economics 
Yet rush hours must be handled, and 
quickly 


One major allows one attendant 
per island at a multi-pump giving 
regular service. The rush periods 
(7 a.m. to 8 a.m. and 4:30 p.m. to 
6 p.m) are too far apart for a single 
shift. So, a five-island plant may re- 
quire 10 to 12 men for adequate, 
round-the-clock staffing. Allowing 3 
per gal. to pay for labor, each man 
would have to pump over 6,500 gals 
per month to cover his $200 pay 
check; 10 men: 65,000 gals 


That's why majors prefer a moder 
ete gallonage and a strong ratio of 
a'lied business. The returns are thin 
if the men do nothing but pump gas 
oline and give a lot of free service 


That's where the part-serves have 
an advantage. When attendants do 
nothing but make change, they can 
handle a lot of cars. Although self 
serves now offer some measure of 
service, they give very little during 
rush hours. They feel it is more im 


29 





MULTI-PUMP OPERATION 





SELF-SERVES hustle to get their customers now that competition is so intense. Once 


concentrating on gasoline at a reduced pric 


check-cashing, almost every “name 


portant for the attendants to concen 
trate on change-making 

One chain operator allows 2c per 
gal. for labor At one station, how 
ever, he figured his labor cost 1.%« 
per gal. over a 10-month stretch and 
was very pleased 


Before World War II, a handy Cali 
ornia formula was one 


{ man for each 
1000 gala. After the war it was up 
to 5,000 gals. But marketers think 
that figure is low One major places 
the ratio at one man per 7,000 gals 
The private-brand operator above fig 


ures on 12,000 to 13,000 gals. per 
month per employe at his part-serve 
stations 


tio of 


Another reckoned on a ra 
20,000 gals. per attendant 


Man-power at an unproductive ma 
jor multi-island cost Sc per gal, a 
cording to an authentic computation 
Operating costs were set at 10c¢ per 
gal. Like this: $2,250 payroll, $1,500 
rent, $200 utilities and $200 mainte 
nance, or $4,150 on 41,000 gals. per 
month. At this time, regular was re 
tailing for 21.9¢ per gal. (including 
6c state and federal taxes), while the 
price War Was on Tank wagon was 
18.75¢ (10c wholesale, 2.75¢ distribu 
tion and 6c taxes) This left a mar 
3.15¢ against an 
cost of 10c, or a loss of 6.85c per gal 


gin of operating 
Since the 
have 
gal, still leaving a deficit of ” 
than 4& 
These 


price 
graded 


war ended prices 


been upward 2.6¢ per 


per gal 


calculations do not take int 


30 


e, they have branched out 
Angeles handles tires, batteries, some accessories and lubrication 


This one in Los 
Other attractions 


brand of motor oil and a coke machine 


consideration the extra margin for 
premium grade or the revenue de 
rived from allied business. They do 
illustrate how operating costs quick 
ly dislocate the economics of a big 
station. In this case, rental, too, was 
exceptionally high 


Other factors are TBA, lubrication 
and wash rack Majors attach the 
same importance to TBA and lubri 
cation at multi-pumps as they do at 
conventionals But they distinguish 
Setween operations that are princi- 
pally gasoline dispensaries and those 
where the balance can be high and 
try to make provisions 


tecause TBA requires specialized 
selling, the Independents are split on 
the question. All of them push mo 
tor oils, and more and more are bid 
ling for lube jobs. One of the big 
private - brand proprietors 
stated: “To me it's still a question 
whether TBA helps or not.” Another 
frowns on TBA, Our busi- 
ness is gasoline 


gallonage 


saying 
Wrapped into the economics are 
uniforms, laundry, advertis- 
ing maintenance and incidentals 
Some studies may be enlight 


utilities 


case 


ening 


Operating Cost Breakdown 


A successful Independent operator 


ff a chain of multi-pumps pumping 
high gallonage said his operating 


xpenses are 3.237c per gal Add 


ing administrative, supervisory and 
indirect costs, the figure was placed 
at 4.137c per gal. He gave NPN 
a breakdown of the unit costs for a 
seven-month period, January througt 
July, 1951 
cents 
per gal 
2.020 
0.137 
0.097 
0.230 
0.141 
0.003 
0.223 
0.058 
0.070 


Direct salaries 

Commissions 

Payroll taxes 

Rent 

Utilities 

Telephone 

Advertising 

Operating supplies 

Repair and maintenance 

Stationery and office 
supplies 

Legal and professional 
expense 

Dues and subscriptions 

Armored car service 

Uniform expenses (*) 

Laundry (uniforms) 

Cash—over and short 

Miscellaneous 

Bad check expenses 


0.021 


0.008 
0.013 
0.042 
0.044 
0.052 
0.008 
0.048 
0.022 


3.237 
Administrative and 
supervisory costs 0.31 
Indirect expenses——permits 
insurance, depreciation 
etc 0.59 


4.137 
His company furnishes a uniforms 

His operating bill for seven months 
totalled $127,830, of which $79,736 
went into salaries and $8,809 went in 
to advertising 

His conclusion: “You can’t operate 
a self-serve on less than a 4-cent mar 
gin.” 

Gasoline accounted for 82.3% of his 
profits, compared to 8.6% for oil and 
9.1% for all other sales. The per 
centages were based on January-July 
figures 

Percentages at seven self-serve 
stations for the month of July show 
the ratio of gasoline grades 

Premium (91 oct.) 

Ethyl (86 oct.) 

Regular (80/82 oct.) 

The other 

even stations 


311% 
31.5% 
37.4% 
business at the same 
1179 lube jobs (.95% of gasoline 
sale. “That's good for a self 
serve operation,” said the head 
of the firm.) 
1052 Ibs. gear oil 
139 tires 
36 tubes 
64 batteries 
$1267 in accessories (15 items are 
handled; previously handled 
more, but reduced variety) 
$433 miscellaneous (labor, tire 
changing, etc., exclusive of lub 
rication ) 
Another Independent gave NPN 
figures showing the economics of an 
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18-pump part-serve in Long Beach 
Calif.. (cents per gallon) 
Per- 
cent 
age 
Re- Mar- of 
tail Cost gin 
Pre 
mium 
Middle 
grade(*) 22.% 
Regu- 
ular 20.9¢ 
Monthly gallonage 
Premium (23.9 ) 
(*) Middle- 
grade 
Regular 


23.9¢ 185c 5.4 « 
17.87c 5.3 « 
17.25¢ 3.65« 
36,600 


(22.9c) 
(20.9c) 


29,900 
48,300 


114,800 
(*) Mixture of regular and premium 
$ 2,200—-Salaries (four women at 
tendants, three men. one 
bookkeeper) 
250-—-Rent 
150 — Interest 
140. —Depreciation 
100—-Lights 
10— Water 


$3 2.850 
150 Incidentals 


$ 3.000 
$24,607 Gross revenue 
19,505 Cost 


110,000 gals 


5.102 Gross margin 
3,000 Operating expenses 


$ 2,102 Profit, exclusive of 
oils, TBA 
Break-even gallonage at this sta 
tion is set at 65,000 


motor 


PARKING LOT adjoining this Standard of California multi pump in Tucson, Ariz 


Comparison of Multi-Pump Features and Volume 


A private survey this year compared 
several major multi-pumps and In 
dependent part-serves in Greater Los 
Angeles 

Station ‘A’. 

Major multi-pump, located in south- 
eastern Los Angeles, six two-pump 
island (12 pumps). 

Corner site—200° x 208’. Invest- 
ment in land, $14,650. Investment in 
station, $37,490. No ground rent. 

Gasoline volume—41,000 gal. per 
month: 24,000 gal. of regular per 
mo. (24.5c per gal. including 6c 
taxes) and 17,000 gal. of premium 
(27¢) 

Open 6 a.m. to midnight. Five em- 
ployes. Payroll, $1200 

Station ‘B’. 

Independent serve-yourself (gives 
some service), located in eastern Los 
Angeles, five, three-pump vertical 
islands (15 pumps) 

Corner site—155' x 100’. Investment 
in station, $36,910. No land invest- 
ment. Monthly rental, $135 

Gasoline volume 105,000 per 
month: 42,000 gal. of regular (17.9c) 
when survey taken, since increased 
27,000 gal. of middle grade (20.9c) 
and 36,000 gal. of premium (21.9c) 
Prices in quotations existed when sur 
vey taken, since increased 2c per gal 

Open 24 hours. Nine employes. Pay 
roll, $2131. 

Features full TBA, quick cil 
change, battery charging and check 
cashing 

Station ‘C’. 

Major multi-pump, located in Holly 


wood, four three-pump islands (12 
pumps) 

Corner site—.170° x 124’. Invest 
ment in station, $31,900. Investment 
in land, $36,000 

Gasoline volume 
month: 10,000 regular 
16,000 premium (27c) 

Open 6 a.m. to midnight. Features 
TBA and lubrication 

Station ‘D’. 

Independent serve-yourself (gives 
some service), located in Burbank 
five three-pump vertical islands (15 
pumps) 

Corner site—150' x 150’. (Invest 
ment in station and land not stated) 

Gasoline volume—115,000 gal. per 
month: 44,000 regular (18.8c), 36,000 
middle grade (20.9c) and 35,000 pre- 
mium (21.9c). Prices in quotations 
existed when survey taken, since in 
creased 2c per gal 

Open 24 hours, features TBA, lubri 
cation, cash drawings and check 
cashing 

Station ‘FE’. 

Major multi-pump, located in cen 
tral Los Angeles, six three-island 
pumps (18 pumps) 

Corner site—242’ x 150’. Investment 
in station, $127,500. No land invest 
ment. Monthly rental, $1,200 

Gasoline volume—22,000 gal. per 
mo: 8,000 regular (24.5c) and 14,000 
premium (26.9c) 

Features TBA, lubrication and fast 
car wash 

Station ‘F’. 

Independent multi-pump, located in 


26,000 gal. per 
(24.5c) and 


. provides extra revenue 
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RI ESN 
VOLUME AND BALANCE, elusive multi-pump goal of many majors, is achieved at this station, largest Chevron unit in southern 
California. This six-island, 18-pump “multi, located at Valley and San Gabriel Bivds., San Gabriel, reported 48,000-gal. per month 
lube volume and $15,000 tire sales the first nine months of 1951. It is operated by Bill and Ceciel Russell, owners, and nine assis 


tants. Only repair work is on tires. At a major imtersection and plainly visible, station draws 15% transient trade, owners estimate 


Inglewood, five three-pump islands ployes. Payroll, $810. Features lubri- jor marketer commented: “We have 
15 pumps cation had no marketing experience which 
Corner site..150° x 125° (invest Price Differential__It will be no convincingly indicates the price dif- 

ment in station and land not stated) ticed that there is a substantial dif- ferential which should exist between 
Gasoline volume 100,000 gal. per ferential between major and Inde- private brand self-serves and our 

month: 34,000 regular (19.9¢), 34,000 pendent prices in this limited group multi-pump ctations to bring us to a 
ddle grade (21.9¢) and 32,000 pre Even the narrowect differential (Be- break-even point We are of the 

im (23.9¢). Price of regular has tween Station ‘F" and the majors) is opinion that this may be in the neigh- 
been increased lk 16c on regular and 3c on premium borhood of 2-2.5¢ per gal.” 
pen 24 hours. features TBA and In the other cases it is well over a Taking Station ‘A’ above, if it 
lubric " nickel. In the early months of self- trimmed its price 3c, it would be with- 
Station ‘G’ serve, the publicized nickel! differen in the 2.5c differential. Assuming the 
Major multi-pump, located in east tial was the big feature erg is a nickel, that would cut 
ern Los Angeles, four three-pump This survey is too limited to draw it to a It would have to pump an 
slands (12 pumps) any sweeping conclusions. Neverthe other 60,000 gals per mo to make 
less, it ceems to be further evidence up the lost margin. Then its gallon- 
that price is the most important fac- age would be around 100,000, a good 
tor in the quest for gallonage. The average for private brand multi 
bigger the differential the Independ- pumps 

Gasoline volume 10,000 gal ents can establish, the greater their (Final article in this series on multi- 

month 000 regular (24.5c) volume over the rival major multi- pump station operation will appear in 

5,000 premium (26.5c) pumps next week's issue and will discuss 
Open 6 an » 10 p.m. Three et On the basis of this survey, a ma advertising, management problems. 


Corner site 125 x 235 Invest 
ment in station $20,000. No land in 
vestment. Monthly rental, $300 


ORDER BLANK 


Nidal Cetntinees Wass This article is one of a series telling about 
1213 West Third Street the growth and development of multi-pump 
Clevelond 13, Ohio service stations during the past 12 months. 
le ' v ‘i t Multi-pump Servi tation 
I ai r ap ad 7 bg S - os tie aie ee Methods of getting business, effect of price 
81.59 cc. cuales copies 1.30 ec. 26— 50 copies differentials on volume and other factors 
1.45 eo. 6—15 copies 1.20 ec. 51— 75 copies ore discussed. At the conclusion of the series 
1.40 ec. 16~25 copies 1.10 ec. 76—100 copies (sometime in December, 1951), the articles 
1.00 eo. 101—over copies will be reprinted in book form by National 
Petroleum News. 


Ohio purchasers please odd 3% soles tax 
Bill me as follows 

NAME Tentative publishing date for the book is 

COMPANY January 15, 1952. 


ADORESS Order Your Copy Today! 
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OWIU Fires Strike-Notice Broadside 
Backed by Widespread Walkout Threat 


CLEVELAND~—It appeared Dec. 14 
from an NPN survey, that the Oil 
Workers Internationa! Union (CIO) is 
fast maneuvering itself into position 
of being able to strike a major por- 
tion of the oil industry's operations 
early in 1952 should a stalemate be 
reached in efforts to pierce the gov- 
erninent wage ceiling 

A survey indicated that contract 
openings will have developed in such 
volume by then as at least to pose 
the threat of a paralyzing walkout 

The critical period for the indus 
try, particularly in refining, where 
OWIWU is strongest. will begin Jan 
15 and reach its peak Feb. 15 

Contracts for the bulk of capacity 
likely to be involved will have ex- 
pired by Jan. 15 or their wage re- 
opening clauses will have been exer- 
cised. The rest of indicated capacity 
will become vulnerable 30 days later 
because of the effort OWIU has ex 
pended in the past on making the 
Feb. 15 expiration date uniform 

To date, OWTIU has filed strike no- 
tices affecting 349 contracts of oil 
and chemical companies. Oi! notices 
cite many Independents, in addition 
to majors. 

25c Per Hour—Presumably, OWIU 
will seek 25c per hour increases for 
its members generally, the figure for 
which West Coast locals have de- 
clared. 

How much of a part will be taken 
by independent and AFL unions, on 
a@ co-operative basis, is problematical 
OWITIU has been making overtures to 
such groups, as evidenced by a re 
cent joint conference in St. Louis 
And certain Independent unions have 
turned down 3.4% wage boosts of- 
fered to meet the ceiling called for 
by Wage Stabilization Board's cost 
of-living formula 

At the same time, other independ- 
ent unions have been accepting 3.4% 
offers, and rather widely 

The 3.4% boost, reflecting cost of 
living increases since last January, is 
the largest which can be granted 
without prior WSB approval, under 
its Regulation 8 

On the basis of. the existing $2 per 
hour average wage in refining, it fig 
ures out to about 7 By the same 
token, OWIU's 25c demand would ex- 
ceed the ceiling by about 18c gen- 
erally 

Sinclair Talks--While a few scat- 
tered contracts have been in the ne- 
gotiation stage for some time, the 
OWIWU drive actually gets under way 
Dec. 17, when talks with Sinclair are 
to begin in New York, on wage re- 
opening 

The Sinclair contract has set a 
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O. A. KNIGHT, head of OWIU 
“What's his strategy?” 


wage pattern in the past, due to its 
company-wide” character 

B. J. Schafer, new OWIU vice 
president, is scheduled to be the 
union's chief spokesman in Sinclair 
talks 

That they will have a grimness of 
tone has been indicated by OWIU 
President O. A. Knight 

His letter, concerning 349 strike 
notices, to Director Cyrus 8. Ching 
Federal Mediation and Conciliation 
Service, said oil workers are “anxious 
to co-operate” with the government 
in order to avoid interruption of de 
fense production 

“However, in all fairness to you, we 
feel that we should advise you that 
this dispute for a general wage in- 
crease is very grave and that the 
employes involved are exceptionally 
because of their curtailed 
earning power during this period of 
time when prices are completely out 
of line and when industry is mak- 
ing tremendous profits, completely 
out of proportion to the rise in gen- 
eral wages Under these conditions 
there has been no equality of sacri 
fice in our defense effort, and wages 
have been frozen rather than sta 
bilized, as contemplated by the de- 
fense production act.” 

Strike Notices—Following is a run- 
down on those oil companies of any 
onsiderable size which have been 
served strike notices, along with the 


restless 


number of “units” 
tracts involved 


or separate con 


Standard of California 


Ar 10 
A\shiand 3 
rkansas Fuel ©1 4 Indiana Standard 4 
tlant Refining 3 Oh 
HM. Barber 2 
y Petroleum 4 
Ol and Gas 2 
mn Refining 2 


nsumers Coopera 
tive Refinery Asser 
s of Calif 


Petroleum 


O Refining 

Kenda!! Refining 
Lien O 
Mid-Continent 
Naph-So) Refining 
Richfield of Calif 
Roosevelt O 
Taylor Refining 
Utah O0F Refining 
Weetern States 

Refining 
West Penn O01 


Fuel Oil Supply Meeting 
Cold Wave Demand—PAD 


WASHINGTON—PAD said Dec. 17 
the week-end cold snap caused a 
lot of “scrambling” to keep fuel oil 
supplies moving, but the agency has 
received “no complaints at all” of 
supply shortages 

It was pointed out, however, that 
inventories are going out faster than 
expected, and distributors could be 
heading for trouble in February, 
should the cold persist 

As for natural gas supplies, PAD 
also has received no distress calls, al 
though it was known that some sup 
pliers East of the Rockies have cur- 
tailed shipments to industrial cus 
tomers 

Also, some suppliers will maintain 
full deliveries during short cold snaps 
by tapping storage but will probably 
resort to curtailment should weather 
outlook continue bleak 

California Impact A sharp in- 
crease in fuel oil consumption by 
southern California industries has r¢ 
sulted from cold-weather curtailment 
by gas companies of their service to 
industrial users 

Curtailment, which began with an 
unseasonal cold spell 10 days ago, 
compelled industrial users to switch 
to petroleum and brought a forecast 
of heavier-than-usual fuel oil con- 
sumption in southern California this 
winter 

Figures on increased fuel oll con 
sumption and total gas curtailment 
are not yet available. On the coldest 
day, however, 300 million cu. ft. of 
gas was diverted from industrial 
users According to a petroleum 
economist, that is the equivalent of 
50,000 b/d of fuel oil 
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OPS Says Door Still Open to Boost 
In Heating Oil Prices on East Coast 


ASHINGTON ’ WOW ur i by industry members tt 
ars to have ry e bos hy They said that operators see 
that mu boost were in the 
most of the oper- 
ncrease 
as OR 


week . the inter 
Massa ine G Paul 
and New Hampshire Gov 
failed to shake OPS 
nation to g low 
} no action 
ording to Price 
DiSalle) information 
ollected and evaluated on 
the historical supply situation Fol- 
lowing a meeting with the governors 
representatives and an Independent 
Oil Men's Assn. of New England 
spokesman, Mr. DiSalle insisted that 
no new facts had been presented 


least intil (2 
Stabilizer Mikes 
has been 


und he had made “no commitments 


Barge Canal Ceilings 


im the 


Elsewhere 
omplex price picture 
1. A proposed OPS order to spell 
ut ceilings for the New York barge 
anal area being redrafted to make 
that all marketers in the 
yvered by it-—-those 
New York Harbor and 
wh base their prices 
York Har r, even tho 


ruld 


One 


' 
gen 


‘bh 
! btained elsewhere 
t by OPS’ N 
Figures Submitted , 
Harry Hilts, exe : : 
he Atlant ( ] : ‘ sed lead on gasol ne 
rushed by OPS 


‘“arings on the 


Washington, whi 
gnizes a hot p 

me PAD said later 
ver any concern 
ulthough 


ised } 

to enter the heavy 
field and have al 
sounding ut OPS on 


The agency still 





Underground Tank Prices 


WASHINGTON Sellers of used 
underground oil storage tanks should 
apply for a “legal” selling price to 

OPS in Washington, under Section 7 

f the General Ceiling Price Regula 

tion OPS’ general practice of late 

n setting prices on such tanks has 

Yor rT been: Tanks “as is” out of the ground 

OPS that is too ”) of the price of new tanks; re 

0.5¢c increase and that a 

zc is now necessary to aver 


conditioned tanks, 80 85 of the 
price of new tanks 


vut transportation costs was dis 





experiencing lifficulty in putting 


across its educational program o1 
used and drained motor oils 
by service stations and others to co 


sales 


’ 


lectors and re l 


refiners. Such oils are 
subject to price ceilings under Ceiling 


Price Regulation 63, but some seller 


apparently are ignoring this 


4. OPS has 


along of price increases on hea 
t 


found that passing 


duty motor oils in multiples 
retail points is a customary 
tice in the oil industry, but a 
man say t still 
whether the agen 
permitting pass-throt 
is that increases will be 
same amount allowed 
sales 
5. Price officials again warn 
week that cost increases resulting 
from the exemption of sales between 
parent and subsidiary and affiliated 
ympanies cannot be used as a basis 
for requesting ceiling price inceases 
Each letter order issued providing the 
exemption states this, but some con 
panies, nevertheless, are putting in 
applications 


Policy and operational level 
OPS are at odds apparently over the 
problem of pricing additional Navy 
Special Fuel Oil being supplied under 
a PAD directive to 
Possible solution now | 
apparently will establish a general 
eiling for additional fuel, then will 
permit 1 mpany added 

ental < ts which vary 


1951 Bonuses Authorized 


WASHINGTON Employers wl 
have been unable to pay bonuse 


er the existing salary regulat 


to the lack of an established plar 


previous practice, were auth 
Salary Stabilization Board D 


grant bonuses for 1951 under 


The board's 
without 


out of 


» formula au 


Salary Order N 


warned by salary 
fficials, } ‘ that this author 
zation j » take care of year 
end bonuses they may wish to dis- 
tribute at this time and that if they 
use all the money available under 
General Salary Order No. 6 there will 
be no way later to re-establish the 
customary relationships or differen- 
tials 
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NPA Blocks Carry-Over Can Orders 


WASHINGTON—Can manufactur- 
ers are now required to fill current 
an demands first before at 
to handle carry-over 
vious quarters 


tempting 
wders from pre- 
National Production 
Authority laid out last week in Dire 
tion 2 to order M-25 

This 


packers wh have 


means, for example 

not rece 
90 quota deliveries during 
cannot hope t 
leficits in the fourth quart 


quarter make 


after the can maker has 


regular quota wrders for 
rent quarter 

NPA also has pointed 
carry-overs from 1951 
permitted, so shortages 


Dex 31 just have to be 
permanently 


Meanwhile, the agency doesn't 
disruption in the 
favorable can picture at least through 
the first quarter. Although most oil 
quotas are being filled, however, NPA 
still is keeping tight reins on reserve 
in supplies, and oil packers, espe: 
ially for increased heavy duty oil 
requirements, are not having much 
luck in obtaining supplemental! allow 
ances 


M-46 Revision—Another significant 
development in the f i 


see any relatively 


materials field 
week was the joint issu 
NPA and PAD of a sweep 
revised version of the oil in 
M-46 order for 
ing priorities assistance for materials 
needs 


this past 
ince by 
ingly 


lustry’s bask »btain 


One major change gives oil sand 
gas operators greater latitude in se 
uring led 


small amounts of mtrolled 


materials for MRO purposes, produc- 
tion operations or for small construc- 
tion. As against the former $25 limit 
yperators need file delivery orders 
with PAD now only if exceeding $100 
in total value 


Also laid out are procedure for 
ise of the new Form PAD-26 LP for 
Diaining aid on ertain 
purchases of line pipe including 
small construction and MRO 


priorities 


Another change, this one in Sche 
ule D to M-46 
MRO material that an operator 
lowed for administrative 

including the 
ministrative and clerical activ 


raises the quota of 


supervisory 


necessary to oil operations, Ope 
are now permitted to self-authorize 
such orders for as much as 120° 
(as against the former 100°) limit 
of 1950 base period purchases 


Facilities Expansion — Indications 
grow steadily stronger that PAD is 
almost ready to push for a substan 
tial increase in the 1,000,000 b/d re 
fining expansion program. Also, there 
is some strong sentiment at PAD for 
pinning down the new expansion goal 
to a strict bbls.-per-year basis, rather 
than going along with longer-rangé 
programs that apparently tend only 
to parallel normal expansion to meet 


growing requirements 


In conjunction with ref 
the well drilling program likely will 
be reased from the present annual 
rate of 45,000 wells to 
soon as new tubular 
ilities go into production 
middle of 1952 


ining boosts 


£0,000 as 
goods mill fa 


about the 


Defense Orders for the Oil Industry 


(Iesued Dee 


11-17, inelasive.) 


List of Orders 


 S—tifiee of Price 7. ee 
’ Amdt 2 xcise, sales 


67 Amdt. 4. Excise sales r milar 


2. Amdt. 1. Tires and tubes 

private brand owners and other cost-plus sales 

CPR 106, Used industrial and nstructior 
nachinery and related equipment 
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na t ‘ ness 
WSB—W age ey Roard 
WR 15, Intra-plant inequities 
ssh te 5 . Abitization Board 
t aring and othe 
3 N 2 
— Defense . edaction Administration 
PA Reg ndemna 
sal procedu 
— National reduction Anthority 
amended ritles tar 


und ga 


What Orders Do 
Office of Price Stabilization 


Maneuver’ RERS’ INVENTORY Amdt 
‘PR 30 permits manufacturers whose 
prices include provisions for excise tax 
sell immediately ali their inventory at the 
new ceiling prices established nm conformity 
with the recent changes in the excise tax rate 
Effective Dec 10, 1951 


RESELLERS’ CEILANG PRICES FOR MA 
CHINERY—With respect to excise. sales or 
similar taxes, Amdt. 4 to CPR 67 permits al 


resellers governed by this regulation to adjust 


their ceiling prices t reflect hanges 


en of their supe 
“PREY Ate BRAND TIRES —_ Tt Bes 
PR 62 permits r 


moet he 


USED ENDUSTRIAL AN INSTRUCTION 


MACHINERY AND bat NT.cCPR 10 


ndustria 


equ 


Effect 


rnict 
r Rot « TION 


ADJUSTMENTS FOR SEPARATE 
tnt. fF 2 K 


witt 
‘ nan ified 


Wage Stabilization Board 


enema PLANT InrQt ITIFS..GWHK 15 o 
eria © the WSB w ise 
eetGetine pet ne t rrect intra-plant 


equities 


Salary Stabilization Board 


rrorit SHARING AND OTHER BONUSES 

nterpretat seued by Salary 
Board ntair » series of qu 

ewer ealing with profit sharing 


ses under GSSR N 


Defense Production Administration 


REQUISITION AND —_ MN a~r~ 
ex wN ‘ hes ' by 
requiaitior 


nal defense 


National Production Authority 


PRIORITIES ror PETROLEA M AND GAS 
INDt STRIPS tv ment to M-46, and Bups 
‘f ' ’ ¥ rder 
i y rr 


same nlend 


TIRES AND Tt SEs RUBBER RESTRIC 
TIONS EASED endment to M fta the 


nes neumpt rubbe 


Allied Oil Promotes Colegrove 


Frank C. Colegrove has been elect. 
ed to the ne mass reated post of execu 
tive vice president of Allied Oi] Co 
Cleveland. A large fuel oil marketer 
Allied is an Ashland Oj] and Refin 
ing affiliat« 


A vice pre sident of Allied sinc 
1950, Mr. Colegrove joined the com 
pany in 1944 as manager of supplies 
During World War II, he helped to 
organize the Inland Waterways Se 
tion of the Transportation Division of 
PAW 





all eights. 


when you sell Skelly products! 


Alex 
Dreier 


\ 


Lloyd 
Burlingham 


Vow're looking at the “champs” in petroleum 
product selling power! 


Sin mornings @ week, Skelly brings Alex 
Dreier to the NBC microphone with the hrs 
network news analysis of the day 


At the seme time, your customers hear con 
vincing Skelly sales messages delivered by 
Announcer Salesman Bob Murphy—and they 


act on his advice! 


Seturdeys—its Lloyd Burlingham, nationally 
keaown farm authority, with his popular pro 
gram featuring the famed Skelly Agricultural 


Achievement Award 


Vou cash in on the popularity of this power 
ful radio ‘team when vou sell Skelly Prod 
ucts. Find owt what's ia a Skelly Franchise for 


vou! Call of write tor all the tacts 


SKELLY OIL COMPANY 


Marketing Meadquerters > Kanses City, Missour: 
Whelesele Division Offices: Konvo, City + Chicoge 
Minneapolis > Omohe + Denver + Dollos 
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NPA Lifts Most Rubber Restrictions; 
Tire Pricing Rules Clarified by OPS 


WASHINGTON 


twe 


Competition be- 
n second line tires and recaps is 
apt to grow hot shortly after the first 
of the year, now that National Pro- 
duction Authority has lifted the lid on 
virtually all rubber restrictions 

End of the 
theti 


general purpose syn- 
allocation effective 
Jan. 1, was made official De 14 
with NPA'‘s issuance of an amend- 
ment to Order M-2 


rubber 


Under M-2, tire manufacturers have 
been limited to one line of tire pro- 
duction, and all produce 
their top-quality line Recapping 
which had dropped off sharply after 
the end of World War II, began pick- 
ing up again as 


chose to 


many car owners 
decided to have tires recapped rather 
than buy high priced ones. Now that 
manufacturers may make second line 
which will be considerably 
than first-line ones, there 
may be a decided move by tire makers 
to regain ground lost to recappers 
Under amended M-2, 
total amounts of new 


tires 


cheaper 


control over 
rubber which 
may be consumed has been elimin- 
ated, leaving no ceiling on rubber 
products production 

Allocation of Butyl synthetic rub- 
ber, used in tube production, is to be 
continued, however, because Butyl 
supply is not yet adequate, NPA said 

Also, amended M2 continues speci- 
fications on the amount of natural 
rubber which may be used in rubber 
products in ratio to the amount of 
synthetic rubber This includes a 
slight reduction in the amount of na- 
tural rubber permitted for most tire 
production 

Tire Pricing Private 
marketers who have customarily 
bought from tire manufacturers on 
a discount-from-list pricing method, 
may continue to do so under the 
terms of Amendment 1 to Ceiling 
Price Regulation 62, effective Dec. 17 
CPR 62, essentially a cost-plus reg- 
ulation, allowed three methods of pric- 
ing: fixed price per tire aggregate 
pricing method; and the freeze of 
ost-plus contracts in effect during 
the first six month of 1950 


brand tire 


Ignored was the discount method, 
whereby a manufacturer sold to a 
brand tire buyer at a per- 
discount from the manufac- 
turer's list price. Amendment 1 cor- 
rects this 


private 
centage 


It also permits certain private 
brand owners who are not themselves 
either manufacturers or marketers, 
but act as purchasing agents for a 
group of affiliated marketers, to 
pass through increased manufacturers’ 
costs, on condition that the affiliated 
marketer agrees not to use such cost 
increase as a basis for requesting or 


obtaining an increase in present ceil- 
ing prices 

Pass-Through Asked In other 
actions affecting tires, the Camelback 
and Tire Repair Materials Industry 
Advisory Committee has requested the 
Office of Price Stabilization to per- 
mit the pass-through of recent gov- 
ernment price GR-S 
synthetic rubber 


increases for 


Up to now pricing has been under 
the general freeze order, but effective 
Dec 19 it becomes necessary for 
these products to be priced under Sup 
plementary Regulation 8, Amendment 
1, CPR 22, the effect of which will 
be price ceiling rollbacks from 4° 
to 14° The committee has reminded 
the price control agency that the new 
regulation failed to take into con- 
sideration the GR-S synthetic price 
hike from 24.5¢c to 26c per Ib., al- 
though a reduction of the government 
price for natural rubber, from 66c 
Ib. down to 52c Ib., was reflected in 
the order 


Price Drop Opposed—The Tire and 
Tube Dealers Industry Advisory Com- 
mittee is opposing an OPS plan to 
lower the spelled-out ceiling prices 
on passenger car tire carcasses. The 
plan is to reduce the ceiling from 
the present $3.50 at retail to $3; and 
from $2.60 wholesale, to $2.40 on 
carcasses (worn tires on which camel- 
back is applied to produce retreaded 
tires) 

Tires committee feels that it is 
desirable to leave the wholesale ceil- 
ing as high as possible in order to 
bring out supplies. It has suggested 
that if cuts are necessary they should 
be more severe on the retail price 
even though the margin spread would 
thereby be reduced 

The committee also recommended 
against fixing dollars-and-cents ceil- 
ings on truck tire carcasses; ap- 
proved a premium of $1 per carcass 
on six-ply passenger car tires (pro- 
posed new ceilings would apply only 
to four-ply tires); recommended 
against attempt to spell out recap- 
ping and retreading services price 
ceilings; and indicated that tailored 
regulation for dealers would be satis- 
factory if it retained new tire prices 
at GCPR levels, based on manufac- 
turers’ list prices 


Antifreeze Adequate—NPA 


WASHINGTON 
freeze 


Supply of anti 
“apparently is adequate” to 
meet current wintry blasts, National 
Production Authority said Dec. 17, 
since no appeals for relief have been 
made to NPA. The agency had said 
earlier this season that antifreeze ap- 
peared ample for a normal winter 
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New NPC Roster Adds Oil Marketers oS aS fru. comment os 


LeGoiyer E DeGelyer & MacNaeughtor 
Dallas 


WASHINGTON—Two members of ach, John F., president. Matera! Gases é nell >, I, president, the Ohio Ou 
National Oil Jobbers Council, plus 


f Am s Chris - 
a — . : orpu : Tex Payette B Washington DC. tale 
varitor i president, Independent Washington representative for National Pe 


a Shreveport la troleum 


two other individual oi] marketers etroleum Asen. of Amer 
places J. Ed Warrer 
Mayer, Fred M.. president. Petroleum Equip 


were included Dec. 17 am y 13 new 


individual appointees to National Pe- board 


Suppliers Assr Dalias (replaces 


president t ic Deesies a ss 


troleum Council membership for 1952 
announced by  Interigr 3 tary on | enedhenn” @ on antes: tt ne ducers 
Chapman ) s Rankin Peck, deceased : heirman of board Stand 
NOJC members (although no ret president Mida~ ntinent a ic alifornia, San Francisco 
& I Oklahoma @ity replac ire ‘., President, Union Tank Car 
resenting association as such are 
Charles H. Arnold, president of North ; yy ge = aa ; I, vice president, Tide Water 
e he : iner : : (Replace 1¢ New York 
= st Petroleum Assn and John Hallanan, Walter 8.. president, Piymout? 
White, NOJC vice chairman. NOJC Of Co., Pittsburgh 
. ss aa Members of 1950 Council Hardey, B. C., Shreveport 
Chairman John Harper represents the . sae be continues’ 62 38 
Reappointed as Trade Kepresentatives . P ) 
jobbers group as a carry-over ap 
y 1950 Council was retained throwgh 1951) 
pointment Blodget, Rush M executive vice president 
Other marketers added are Harry Producers Agency of California, Los Ar 


K. Franklin, executive secretary Gontee. Senet A. Seite. Cores 
Twin City Area Gasol » Retailers operative Asen., Kansas City 
oo . . ha port, Horace F president. Independent 
Assn. St. Paul and apolis, and — < iow Bactent Sates 
Fred E. Bergfors, president of Quincy , 
. 7 . , r ohn, president, New Jersey jam 
Oil Co., Quincy, Mass ne Retailers Asen., Hackensack 
Other new representatives on the f John, chairman, Natio o 
q 59 re Tire mu ong isiand C 
100-man 1952 list ars Fred W ge gh ee 
Herlihy, president of National Oil re Inc,, New York 
Marketers Assn., and John F. Lynch Racae S, Ta f= See, Se Re 


alifornia, Ime os Angeles 
president of Natural Gasoline Assn ne president, Natio Stripper 


of America Bradford, Pa 


“ ’. F.. National Tank Truck Carriers 
Following is the 1952 membership ' , rton, Pa 
. 3 president meric 
New Members Appointed . Institute, New York 
Streeter Clarendon E president Penney! 
As Individuals nia Grade Crude Ol) Asen.. Bradford, Pa 
Robert O president, Ma Re . om peor A.W president, American Asst 
- ° ' f Oilwell Dr : Contractors, Houston 


N. Mex 
H president Hagegart's Williams t s president, Individually 


N. Dak Branded Petroleum Asean Indianapolis, Ind HAVING A GRAND OPENING? Need 

ee an Individual Members of 1950 Council © sew ond proved ideo for PUMPING 

president, Atlant Reappointed to 1952 Council MORE GAS TO MORE CUSTOMERS? 
president, Pt t ir Anderson, R. B.. manager, W. T. Waggoner We'll send without cost or obligation e 
Estate, Vernon, Tex . 

Baker ‘Hines H.. president, Humble OW &@ complete folder of case histories on 
Refining Co.. Houston Petroleum companies who are having 
T president gt fare Bal Max W Washington, ID. ¢ greot success with orchids os premiums 


Cleveland Ra Munger T president, Sabine Trans “ 
n, Harry K.. Minneapolis portation Co. Ine., Port Arthur, Tex or traffic builders 


Charlies 8 Denver als president Barton, T. H.. chairman of the board, Lior ; : 
Mountain Ot) & Gas Asser ’ Ol Co., El Dorado, Ark . And for as little as 9c for a sin- 
RG president, Lawton Ol C tlaustein, Jacob, president, American Trad gle orchid corsoge ond 15c¢ for a five 


ing & Production Corp., Baltimore ‘ 
Slazer Paul G chairman of the board orchid cor ge 


Ashiand Ol! @ Refining Co Ashiand, Ky » . 
rather hn, Longview. Tex Boyd, William R. Jr Boyd, Hardey & Write us for full information. 
Wright C. H president Whee k. Teague Tex 


Tulsa , Brazell, Reid. president, Leonard Refineries 
Snlma. Mic GRAHAM W. DIBLE 


New Members Appointed Se? Sno COR, SOM C8 Oe pat . “or 
As Trade Association Representatiy es own yey B general counsel Inde The Orchid King 


dent Petroleum Assn. of Amer Washir 
Craig, Earl M president, National Pet . . ee . Div. of West Adoms Nurseries & Florists, inc 


eum Aser Freedom Pa (replace Ww t . M president, Shell Oil Co 


9 ore Dept. NPN, Dible Bidg., 8th & Wall 
Herlihy Fred W president. Natior : Stuart, M.. chairman of the board Los Angeles 14, California * TUcker 2492 


Marketers Assar Orangeburg B ¢ » Columbia Gas System In New York 





president 


president Hewitt O 
eston, 8. ¢ 











TELEPHONE HAYmaRKeET 1-0404 A. J. CALLAGHAN 
VICE PRESIDENT 


MAGIE BROS. sccercein 


LL 








ee i 2 


WHOLESALE DIVISION, 1640 CARROLL AVE. > Chicago, (12) lil., U.S. a. 
MERRY CHRISTMAS, GOOD HEALTH AND HAPPY AND PROSPEROUS NEW YEAR 
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MONARCH OIL SUCTION AND DISCHARGE 
HOSE IS Bios FOR SPEEDY FLOW 


Here's the faster, safer way for ship- 
to-shore unloading of oil and gaso 
line—even for intermittent service 
in carrying benzol and other aromatic 
fuels 

Unlike ordinary rough bore hose, 
Monarch Oil Suction and Discharge 
Hose is smooth bore (originated by 
Hewitt). There is no flow-retarding 
spiral of wire. Its smooth inner tube 
cuts friction to the minimum; it 
because there are no 
inside. Result: You 
save up to half the time normally re- 
quired to load or unload cargoes! 


drains clean 


wire “fuel traps” 


And faster flow is only one “plus” 
of this original Hewitt-Robins devel- 
opment. The specially-compounded 
tube can't pull loose; it's bonded to 


the tough duck carcass. No leakage 


r--- HEWITT-ROBINS 


BELT CONVEYORS 
CAR SHAKEOUTS «+ DEWATERIZERS 
POUNDRY SHAKEOUTS « inDJSTRIAL HOSE 


RUBBERLOKT ROTARY WIRE BRUSHES « 


TRANSMISSION BELTING « 


¢ Seecceseeeecenemsesmannmnmaeeseees 
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belting ond machine: + 


VIBRATING 


REEN LOTH . 


either, because nipple and hose are 
cured together for perfect adhesion 
Oil Suction and Discharge Hose is 
but one of many Hewitt-Robins hoses 
specially engineered for the oil 
dustry. For complete information, 
call your Hewitt Rubber distributor 
(see classified phone book — ‘Rubber 
Products” listing), or write Hewitt 
Rubber Division, 240 Kensington 
Avenue, Buffalo 5, New York. 


HEWITT-ROBINS 


OIL SUCTION AND 
DISCHARGE HOSE 


INCORPORATED --... 


* ®8ELT AND BUCKET ELEVATORS 


FEEDER « FOAM RUBBER PRODUCTS 
UBBER GOODS 
STACKERS 


FEEDERS AND SCREENS 


MINE NVEYORS «© MOULDED 
SKIP HOISTS « 


NVEYORS 


Lecccencons 
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Midwest, Far West Colder 


Than Last Season, Normal 


CLEVELAND—wWeather in Mid- 
west and West Coast-Rocky Mt. areas 
continued generally colder (more de- 
gree days*) than either normal or 
last year for the heating season Sept 
1-Dec. 15. The Southeast area was 
warmer than either normal or last 
year for this period, while the East 
Coast was warmer than normal, but 
slightly colder than 1950 


Degree Day Summary 


Sept. 1-Dee. 15 
1950 Normal 
1280 154 
1S 1M7 


harlesto 


\4leigt 
Average ‘ 
West Coast—Kocky Mt. 
San Francia 
ttle 1327 
1568 
Average on 546 


* Degree days are on 65 deg. F 
airport iffice 
ther ties taken at downtown ( 


Readings at 


i Includes weather bureau rr 


Standard of California 
Will Continue Expansion 


SAN FRANCISCO-—-Standard Oil 
Co. of California and subsidiaries 
“plan a similar period of expansion 
in 1952” to that carried out this year 
in continuation of efforts to fulfill 
both domestic afd military require- 
ments for oil products, T. S. Petersen, 
president of the parent company, said 
Dec. 13 


He noted that in the field of pe- 
troleum refining, plant expansion on 
a major scale has been completed 
this year on both the East and West 
Coasts, as well as in the “intermoun- 
tain region.” He specifically men- 
tioned new facilities installed at 
plants of Salt Lake Refining Co., 
Salt Lake City; California Refining 
Co., Perth Amboy, N. J.; Standard 
Oil Co. of Texas, E] Paso; and Stand- 
ard of California's Richmond and El 
Segundo refineries 


Pointing up a vital need for both 
increased crude oil production and 
greater refining capacity, Mr. Peter- 
sen said that to meet military require- 
ments during the past year, his com- 
pany has approximately doubled its 
output of high octane aviation gaso- 
line 
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HANNAY 
HOSE REEL 


with Explosion-Proof 
ELECTRIC 


Specifically developed 
by Hannay to overcome 
the danger factors here- 
tofore associated with 
electrical rewinds. 


Especially designed explosion- 
proof heavy duty motor, Un- 
derwriters Approved. 


Can be connected 
conduit for sealed, 
stallation. 


Push button control. 


Motor integral part of reel; 
needs no attention. 

No gears to shift; no clutch to 
engage. 

Compact, durable, dependable. 
Simplicity of construction 


and operation reduces 
maintenance costs to mini- 


through 
safe in- 


, 2.100.353 ©1950C.8.H.&S. Ine. 


T LAST ... a new Hannay-quality 

hose reel with truly explosion- 
proof electric motor. Particularly 
advantageous for use in fuel oil, 
gasoline, fire fighting and similar 
installations. PROVEN SAFE and 
efficient in exacting factory and 
field tests. 


The Hannay Electrically-Operated 
Hose Reel can be supplied complete 
with approved junction box, push but- 
ton switch, tubing, fittings, cable, twin 
wire, solenoid switch, connectors, termi- 
nals, and special insulating tape. It 
comes in all models except the Hannay 
“16-17” and “14-17” series for tank 
truck installation, and in practically all 
AC and DC voltages. 


ASK YOUR DISTRIBUTOR 
or write for information 


pANNayN 
HOSE REELS 


CLIFFORD B. HANNAY & SON 


Ww er 
ESTERLO NEW +O 





THE WEEK‘’S Oil NEWS 





DPA Sets Rules for Taking Over Private Property 


WASHINGTON 
tion 


Defense Produc 


Administration has laid out pro 
effective De 1! for requ 


sitioning nu midet 


cedures 


natior f priva 
property needed for the i@fense ef 
fort 

Powers set out in Regulatk 
be used very 
clared and after 


established to DPA's satisfact 


sparingly 


only 


the property to be taken over by the 
government is needed for 
the U. 8S. and cannot be 

reasonable terms in 


defense of 
acquired on 
any other way.” 
One DPA spokesman said the new 
regulation could be against 
hoarders of vital materials. Although 
reguiations of National Production 
Authority prohibit and provide crim- 
inal penalties for was 


used 


hoarding, it 


THE PREFERRED 


TANK TRUCK 
OPERATORS 
PREFER 
BLACKMER'S 
PERFORMANCE 





QUIET NON-METALLIC VANES 
ARE SELF-ADJUSTING FOR WEAR 








—_—__— 


FACTORY REPRESENTATIVES 


cA Your 
GLACKMER 
REPRESENTATIVE 


Superior performance backed by reliable service wins for 
Blackmer the approval of engineers and users. 

Quiet operation, high capacity. compact design and 
rugged construction make Blackmer Truck Pumps a wise 


choice for you. 


Sustained efficiency and long. trouble-free service help 
keep operating cost at a record low. 


READ WHY 


OWNERS PREFER BLACKMER 


Detailed design. construction, capacity 
and dimension data are listed in Bulle- 
tin TP3. Write for a copy and get the 
RIGHT PUMP FOR YOUR NEED. 


BLACKMER PUMP COMPANY 


« GRAND RAPIDS, MICHIGAN 


pointed out the agency had been dek 
gated no authority to actually seiz 
hoarded items for disposal elsewher: 
All requisitions (pertaining to prop- 
erty other than real) must be au 
thorized by DPA, Regulation 
out, and other government ie 
initialing such action must submit to 
DPA full statements showing that 


7 1 
08 Speius 


age™m = 


1. Property is needed for defense of 
the U.S 
2. The need for property 
diate and impending and such as will 
not admit or delay or 


other of supply.” 


rritrie 
resort to any 
source 

3. All other 
property upon 
terms have 


means of 
fair and 
been exhausted 


obtaining 
reasonable 


All condemnation proposals ( 
ing 
establish 


includ 


real and personal property) 


must 
1. Property is necessary for nation 
al defense 
2. An 
out 
negotiation, or 


effort 


success, to 


has been made, with 
acquire property by 
that such effort would 
contrary to the 
defense 


involve delay 


national 


inter 
eat of 

The regulation specifically gives the 
Defense Department authority to rec 
ommend seizure of “property 
has reached its end-purpose stage 
and as such is a peculiarly military 
supply item or is manufactured or 
produced in accordance with special 
military specifications.” 

The regulation also out rules 
for compensation for seized property 
including, among other things, rights 
of all interested parties to a hearing 
before the board or official designat 
ed by the government agency initiat 
ing the action 


which 


sets 


Ohio Oil Co. Purchases 
Large Michigan Jobber 


FINDLAY, Ohio 
purchased the majority of 
Staebler-Kempf Oil Co., Ann Arbor, 
Mich. one of the largest petroleum 
jobbers in the state, C. Z. Hardwick, 
manager of Ohio Oil's refining and 
marketing department, revealed Dec 
13 

Paul R. Kempf will continue as 
president and director of Staebler- 
Kempf and will devote his full time 
to the company's operation, Mr 
Hardwick said. Neil Staebler, vice 
president and treasurer, will with- 
draw from these positions and from 
the board of directors, but will con- 
tinue to have an interest in the com- 
pany 

Ohio Oil has supplied products to 
Staebler-Kempf for the past 21 years 
The Michigan company adopted Ohio 
Oil's Marathon brand name in 1948 
It has five bulk plants and 49 serv- 
ice stations in Washtenaw and Liv- 
ingston counties 


Ohio Oil Co. has 
stock of 


NATIONAL PETROLEUM NEWS 








MARKETING ASSOCIATIONS 





Arkansas Jobbers Told PAD Will Try to batt. up hin euyption tn the wack 


months, so he has been caught short 

To 7 d M t : | f N d J St in the months that unslacken 
in a eria s or ee e orage “Steel is short but the steel 
for necessary projects, really neces- 
sary ones, is there for the getting 
and PAD will be glad to try to help 
LITTLE ROCK. Ark.—Lawrence W Other speakers were Dean R. Mor- get it for such storage facilities as 
Lee, director of marketing and distri- ley, Arkansas Commissioner of Reve- are needed At least it is worth 
bution for Petroleum Administration nues; M. F. O'Neill, dealers’ relations your while to try the agency, to ask 

for Defense. told the annual conven manager for Firestone Tire & Rubber for help 

tion of the Arkansas Independent Oil Co., and Osher Goldsmith, district “You have to remember that you 
Marketers Assn. Dec. 6 that oil mar chief of the fuels and chemicals marketers are the people the public 
keters have an “obligation to provid branch of the Office of Price Stabili- meet and know,” Mr. Lee said. “What 
enough on-the-spot storage space to zation, Dallas 


By LEONARD CASTLE sales in the nation will be more than 
NPN Midwest Editor double the volume for 1951 


you do or don't do largely determines 

wipe out even the threat of tempor More Storage Needed—Mr. Lee, in what the public is going to think of 

shortages.” discussing the marketer's place in the the industry as a whole, so it is with 
In his first public address since be current mobilization effort, declared you that the industry's public rela- 

ne chief tions begin.” 

coming PAD’s marketing chief, Mr “Every once in a while we get com- B 

Lee pointed out that refiners can plaints from a jobber or a dealer that Spot Shortages Possible—Mr. Le« 

maintain balanced supplies “only if he just can’t get supplies enough for asserted that the petroleum indus- 

there is storage on hand to take care his customers, and usually he insists try, for the moment, must face up 

of the surplus where there is a sur 


plus (and) to take care of stepped- 


up demand when there is a step-up 


that someone or other is discriminat to the possibility of some spot short- 
ing against him. In quite a number ages of various products during ths 
of cases-—not a majority perhaps, but winter ahead because of transporta- 

H. L. Holland, distributive sales quite a few—-we in PAD find, when tion bottlenecks PAD can see no 
manager for the Arkansas Fue] Oil we check, that the one who is wailing over-all shortages, no nationwide dif 
Co Shreveport, La predicted in has no one to blame but himself ficulties, but, especially if the winter 
another speech that in 1961 gasolin« He just hasn't provided storage space is colder than normal, there may be 





TANKER OR BARGE 


CHIKSAN MARINE & BARGE HOSE 
LIGHT WEIGHT e EASY TO HANDLE 


With the CHIKSAN aluminum Marine & Barge Hose, dock-to-vessel connections can 
be made by one man in just a few minutes. When not in service, the hose easily and 
quickly folds into a compact unit, without requiring disconnection from the Dock 
Riser. The same hose can be used for both suction and discharge. 


MANY EXCLUSIVE ADVANTAGES 
The CHIKSAN Hose, when used as shown, saves deteriorate rapidly. For the same reason, this 
time, labor and expense, as well as dock space, all-metal hose is not subject to kinking, crush 
and permits free movement of other equipment. ing or cutting—thus outlasting other hose. 





CHIKSAN Marine & Barge Hose, being made of CHIKSAN Marine & Barge Hose can be sup- 
metal, is not affected by severe climatic condi- _ plied in any required length and size, with end 
tions or by petroleum products connections as specified, in either aluminum or 
which may cause other hose to _ steel, for above-surface or underwater service. 


CHIKSAN COMPANY 


Me ——— 


Chicago Jj, Ill Laz CALIFORNIA Newark 2 J Ks ; ae: PP REKA Petr 
REPRESENTATIVES 
IN PRINCIPAL CITIES 
SOLD BY LEADING SUPPLY STORES 
EVERYWHERE 
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WELL EQUIPMENT MF 


HIKSAN EXPORT BREA 
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fouble 
lay 
S 


ime Ww in ear Some wil 


rease 100 iring the next 10 years 


Some of you ay not have your bus 
ness 1) years from now 
Jobber Must Act Mr. Holland sa 
succes the ybber 
ncreased 
mand p is upon his planning. The 
»bber n goal as t 
lume and profits, ! Holland «de 
clared, and th t articipation 
na greatly expanded f » market 
will be gov 
1. The fac 
the cus 
2. His 
§. His ability t 
1. His ability to! 
5. His willingness to work 
Mr. Holland said that jobbers 
mtinue hanges r 
marketing f ‘s and programs 
pointing it the old type com- 
bination filling station and grocery 
RE-ELECTED OFFICERS of Arkansas Independent Oil Marketers Assn. at Little Rock store is not good — for the 
onvention are (left to right): Jesse FE. Cox, Hot Springs, senior vice president; R. H Sent oF the Swtun rates mations 


explained annot compete with 
Green, Litthe Rock, board chairman; and B. Bruce Cook, North Little Rock, president - . - 


nodern yperation and facilities of 
the future 
building s During the past two years, thou- 
invite more sands of Independent and major com- 
pany service stations have been re- 
led and rebuilt, thousands more 
been wtructed on new sites 
ires are modern nven 
service stations 
are merchandising establish 
that an give the car owner 
y have available 
mobile 
mean necessaril) , r ‘ plugs 
individually 





Oklah Jobbers to Seek 
Cook Re-Named President or Scecibon aan to a 


LITTLE ROCK, Ark B 
B ‘ook f North Little 
i president 

Independent 


TULSA 
Assn ll unde 
luce the Okls 

to 4c per 
s oe the present 
ion progran 


Th 
nior vice 
lent. Other vice presidents re 
elected wet A. N. Heringer Jr 
f Jonesboro, R. G. Johnson of 
El Derado and E. L. Dickson 
P ahontas. New vice presi- 
dents chosen were H. W. Wells 
i ~~! McGehee and J. 8S. Lewis of 
terials st al umil ! t Fort Smith 
additional 200 pounds f er New directors named were open discussion by the jobber mem- 
any single quarte f the year J. B. Mills of Clarksville, Claude bers on OPS Regulation No. 13 (re 
scif-certification . Ou gettir Blevins of Arkadelphia and M tail price ceilings at which J. C 
specif NPA approval { ’ t L. Price of Fayetteville Di Tillery, representative f OPS a 
Gasoline Demand Jaump—Mr. Hi rectors re-elected were R. H Tulsa, presided 
land, in predicting that gasoline sal Green of Little Rock, chairman The 
will increase by 100 wring the next Clint K. Elliott of Pine Bluff 
, Ed V. Sheeks of Corning, and 
Clint Rushing of El Dorado 


ng an asso 
Nov. 16, 
pointed t 
tire road users tax 
mittee chairman is : 
mond Gary, owner 
Madill, Okla 
Highlight of th eting was an 


Ss annual n 

and election of officers ill be 

Jan. 22, although the location has 
not yet been decided. The group's 
ment of materials NO n membership now totals 50 


associatior 
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Study Might Show Price Control Unnecessary 


This, of course, is a terrible thing to suggest in these 
jays of regulating even one’s thoughts, but with all the 
price wars going on in the oil industry why not throw 

» ceilings on oil prices and let the industry continue 
it its own throat, if that is what it is doing” 

Give it a few months’ trial, which would let OPS have 
a chance to spend its vacations in Florida and California, 
and see what happens? This, at least, should reduce 
somewhat the need for mink coats, and at a time when 
they will be most damaging to wear in Washington 

Market price 
crease in oil prices, in fact quite the opposite in many 
areas. The present id spell throughout the country 


reports do not indicate any particular in 


may firm up and maybe raise the fuel oil market a 
bit, but that will only be within the industry and would 
be but the natural operation of the law of supply and de- 
mand which, of course, the planners always want to 
repeal in order to show that they are superior to all 
natural law 

We still insist that there should be a thorough and 
immediate investigation of just what good oil price con- 
trol has done, and a guess made by some intelligent 
people wther than the biased planners whose jobs would 
be in jeopardy-as to what the situation would be now 
if there had been no OPS monkeying around with oi 
prices 

There was no “demand” at the start of this “war’’( 7) 
for oil price control, not even by the planners, because 
the record plainly shows that control of oil prices was 
lecreed without study or warning by some “authority 
at Washington, identity unknown, just as it was so decreed 
for the last war 

It certainly will not cost the oil companies as much 
money to make such a study and do it promptly, as to 
sharpen a thousand gross of lead pencils to work out a 
lot of small fractions of a cent as now needed to meet 
the plans of OPS. And it also should bring the evidence 
to put the administration, further into the hole it is digging 
for itself 

Or are the leaders of the oil industry who easily could 
make this price survey, afraid of incurring the royal dis- 
pleasure of the White House and attracting a few bricks 
in reply? 

The industry is going to get the bricks anyway if the 
White House occupant thinks he can get a few extra 
votes by throwing them 


Dr. Wilson Hits Business ‘Cowardice’ 


Chairman Robert E. Wilson of the Standard of Indiana 
in a recent speech on “Ethics and Principles in Modern 
Business” said, on this particular thought which may well 
be called cowardice in business 

“There is one point on which we businessmen can be 
properly criticized, and that is with respect to lack of 
courage in leading the fight against dishonesty and 
demagoguery in city, state and nation 

“Business and industry leaders, knowing right from 
wrong and educated regarding the forces of economic 
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law, have a moral responsibility to take the lead in 
fighting for sound principles and opposing bad. But 
where are ethics and intellectual honesty when business 
for the sake of local or regional or national popularity) 
joins with the economically ignorant in taking advantage 
of the handout programs offered by bureaucracy? How 
many times do we see local businessmen taking leader 
ship in movements to obtain for their local communities 
the benefits of public grants-in-aid, although they are 
well aware that they are contributing to 

wrong ? 


How many times have we seen individual businesses 
and business groups refusing or fearing to suppo sound 
tax or other economic policies; or refusing to take a firn 
position against futile and damaging controls for fear 


if a few transient headlines 


“In recent years, we have frequently seen industry 
caving in before the combined pressures of big labor and 
big government, though by so doing management was 
selling out the consumer, the shareholder, the pensioner 
and the unrepresented employe 


“Many companies have an established policy cf avoid 
ing, as if the plague, close contact with local, state, or 
national “politics Business leaders of past generations 
may have had their faults, but I think they, with their 
rugged individualism, showed more courage on vital 
sues than do many of our present generation of manage 
ment Maybe we have become so obsessed with the de 
sirability of making friends that we are unwilling to 
make ANY enemies, even of the right kind 


These are times that demand courage and leadership 
from businessmen. If the corruption which has been 
exposed is not vigorously attacked on every front, the 
public will be justified in becoming cynical, and all our 
cherished American traditions will be jeopardized. Ever 
business cannot long maintain its integrity in a sea of 
corruption. It is high time we took our part as Minute 
men in this battle, as did the merchants and artisans of 
3oston when they started the struggle which won our 
freedom. Only if all the forces for righteousness join to 
gether in a supreme effort will we be able to win the 
battle for the restoration of high morality in our national 


life 


Dr. Wilson did such a good job in thus winding up an 
important speech to an important group of big business 
men that one cannot refrain from quoting all of it, even 
though what NPN is now asserting is only that the in 
dustry have enough foresight and guts to pitch into an 
investigation of who said the industry needed price con- 
trols and why. What are the reasons—and we believe 
there are many of them.—as to why price control is use 
less and futile, and will only work for shortages of sup 
ply as it did in the last war, and for more jobs for 
the planners 


We have heard quiet but vigorous protest in the past 
that the oil industry must not take a position that appears 
to be against the wishes of “the government” unless “ab- 
solutely necessary that “big” companies and a “big 
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LP-Gas Men Call Proper Storage Key 
To Winter-Summer Demand Unbalance 


By Leonard Castle, Midwest Editor 


One of the most vexing problems 
of the LP-gas industry for many 
years has been the unbalance of con- 
sumer demand and storage between 
summer and winter. During the win- 
ter months consumption of LP-gas 
skyrockets and during the summer 
months it drops off sharply 

But a long step forward toward 
solving the problem now has been 
taken by the National Committee 
for LP-gas Promotion, headed by Lee 
A. Brand, vice president of the Em- 
pire Stove Co., Belleville, Il. A sub 
committee has developed a program 
designed to achieve more adequat« 
consumer storage and thus enable 
marketers to attain a more balanced 
winter-summer delivery ratio 

Co-operating in producing the in 
dustry-wide plan were heating en 
gineers, weather experts and LP-gas 
producers, marketers and manufa« 
turers. Details of the program are 
contained in a brochure entitled “LP 
Gas Storage and Ratio Manual,” 1s 
sued free of charge, which contains 
instructions for figuring 
consumption and determining proper 
tank sizes, as well as degree day data 
and calculation sheets 

Principal objectives of the program 
are 


customer 


1 Permit a one-to-one ratio on 
deliveries 

2. Protect consumer against short- 
ages 

3 Provide adequate but not ex 
cessive consumer storage 

i Provide distributor latitude a 
to size and annual number of de 
liveries 
5. Work toward greater standard 
ization of consumer tank sizes 

6. Give distributor a practical, use 
ful tank sizing method 

In discussing the need for such a 
program, Mr. Brand pointed out there 
shortage of LP-gas at th 
source on an annual production basis 
Temporary “tight” conditions which 
have existed in various local areas 
during severe winter weather re 
sulted from unusually heavy con 
sumption for heating purposes, trans 
portation bottlenecks, lack of tank 
cars, insufficient storage facilities and 
unbalanced winter-summer delivery 
ratios, he said. 


is no 


The unbalanced winter load prob- 
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lem definitely can be overcome 
through proper storage and use of 
that storage at all industry levels 
consumer, distributor and producer, 
the subcommittee declared 

To illustrate how adequate stor 
age can erase the seasonal unbal- 
ance, the subcommittee selected a 
typical consumer using approximate- 
ly 2,900 gals. of LP-gas per year at 
Devils Lake, N. Dak. By using the 
tank sizing method outlined in the 
pamphlet, it is found that a 1,172 
gal. net, or 1,324-gal. gross capacity 
tank is the minimum size for this 
customer 

“Let's assume that a 1,172-gal. net 
tank has been installed,” the brochure 
continues “Six summer months 
consumption amounts to only 610 
gals. Filling the tank to capacity 
in late February or March would 
not only carry the customer through 
the balance of the winter, but would 
supply his requirements until the fol- 
lowing November or December. The 
entire load of nearly 2,900 gals. could 
be delivered during the six winter 
months-—if the distributor could get 
it on that basis. It is not necessary 





PACIFIC COAST 


to make deliveries at any prescribed 
interval or in any set amount 

“A tank size selected by this 
method is entirely satisfactory for an 
operation in which equal size dumps 
are made at 30-day intervals. Each 
month, 240 gals. are delivered to the 
tank and the inventory level rises 
steadily from April 1 to Nov. 1. Dur- 
ing the winter months, inventory is 
reduced each month so that by the 
time April arrives the inventory is 
down to the minimum stock level. 
Then the cycle starts over again 

“There will be instances where 
monthly deliveries are impractical,” 
the brochure explains. “This becomes 
the case moving Yrom North to South 
The remedy is to lengthen the de- 
livery interval and increase the size 
of each dump. The number of de- 
livery possibilities is large, but is 
limited by the minimum number of 
deliveries possible per year. The re- 
sults are thus obtained by dividing 
the total yearly consumption by the 
net tank size 

“Under this tank sizing method 
minimum deliveries will usually be 
either 3 or 4 where the load is for 
house heating and the base use. In 
making even monthly deliveries, the 
bulk plant storage is never used in 
any way asa fiy wheel. This method 
of tank sizing gives you much lati- 
tude in keeping a one-to-one ratio 
Latitude comes from the very fact 
that the recommended tank size it- 
self is so adaptable to practical LP 
gas distributor operations, regardless 
of location,” the booklet explains 





Independent Multi-Pump Chain’s Stress 
On TBA Watched Closely by Marketers 


By Frank Breese, Pacific Coast Editor 


Frank Urich’s decision to go all-out 
for TBA business in his multi-pump 
chain marks a significant develop- 
ment in his particular operation 

Mr. Urich is the man who started 
the serve-yourself station movement 
in California in May, 1947. 

In effect, he has shifted from multi- 
pump to multi-purpose. At first, the 
big stations concentrated on gasoline 
Traffic was so heavy, there was no 
time for TBA. Besides, gallonages 
were so high that profits didn’t make 
it worth while to split the attention. 

For a year and a half, Mr. Urich 
experimented in TBA at his stations, 
after the concentration of multi- 
pumps sharply reduced individual gal- 
lonage at all “multi’s.” Then he de- 


cided to go all-out with TBA. So 
recently he set up a TBA department 
and hired a merchandising specialist 
to direct the program 

It's significant because it indicates 
he's going to try to intercept the busi- 
ness that's been going someplace else 
And he figures he has a good chance, 
because his stations get the first 
chance to talk TBA to their custom- 
ers 

The tendency to diversify sales is 
strong in Southern California. For 
instance, dairies which offer cut-price 
milk to those who drive in and carry 
it off are branching out. They offer 
groceries, fruits and vegetables. 

This stems from the theory Mr 
Urich is working on: that the average 
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fo aa much shopping ATLANTIC COAST 
tne ire Oil Had Big Role in Building Turnpike 
pan in New Jersey—Asphalt, Fuels, Lubes 


Urich's 


By Raymond E. Bjorkback, Eastern Editor 


rt ew Jersey turnpike, $255 They had in mind a road which wouk 
000,000 dose of aspirin for the East's carry 58,000 vehicles per day by 
monstrous traffic headache, is an oil 1975, and still be in excellent 


con 
ry of many angles dition at the end of the 35-year 
It's a story oil men can tell to non period of the bonds with which it is 
il friends with pride, and look int being financed 
for stimulating idea Their reasons are rather obvious 
The turnpike is literally made of They were forging a key traffic link 
| asphalt Almost 27,000,000 gals to the North, South, East and Mid 
first cold f the heavy-end product went into west From the George Washingtor 
February tx 118 miles of driving East, North Bridge at New York, the turnpike 
South, through the state called “the courses through an area of highly 
machines rridor” for the densest traffic con concentrated population, industry and 
caused by gestion in the U. 8 wealth, an intensive agriculture, past 
of bitte The industry, of course, fueled the Philadelphia, third largest city in the 
great fleets of trucks, the latest nation, to the New Delaware Me- 
trying by ordi model earth movers and other equip morial Bridge just below Wilmington 
the orchard heat ment used by the contractors. An This, of course, meant an expensive 
gravity, straight-run idea of how much fuel they burned right of way For example, Esso 
reduce the nuisance of may be gained from the fact that the Standard’s Bayway refinery at Linden 
black smoke. Ranchers have been total earthwork came to 51,000,000 was right in the turnpike’s path 
anything from 27 to 33 gravity cu, yds., equal to six full trainloads The authority paid Esso $918,041 
ng fuel, Diesel oil, gas oil and extending from New York to San its largest lump-sum settlement, for 
rosine Francisco land and relocation of certain facili- 
Naturally, the industry is fueling ties of the refinery. Paid to the Tus- 
and otherwise servicing a vehicle flow cearora Oil Co., Ltd., was $58,269 
expected to hit 21,000 per day the to Cities Service, $27,000 
very first year needed for the road 
Cities Service, with the exclusive But the savings to truck and bus 
marketing contract, is taking pains operators, as well 


In California, there are 18,000 cit and 
for land 


rus ranchers with a total acreage of 
100,000, of which 150,000 acres are 
equipped with heaters averaging 40 
to the acre. 6.000.000 heaters. Each as motorists, will 
to provide service befitting a road be substantial in terms of driver 
At Se per gal., it would cost $480 that is at once what the doctor or wages, reduced stopping and starting 
000 an hour to keep them fired. That dered for today’s traffic ils, and a and wear and tear on equipment 
hasn't happened, because the freezes preview of the road of tomorrow 
jon't hit all groves at one time all known safety features, a “velvet 


burns a gallon an hour 


. * * 


The dual-strip, limited access turn- 
pike halves what has been a four 
hour torture tour It has no red 
lights, no grade crossings, no left 


But it's still expensive for a carpet” ride, a two-hour dream route 
rancher rake a man with 10 acres more than able to withstand the 
wv 400 heaters. It costs him $256 to heaviest loads 
Cities Se » will : 

fire the heaters for eight hours. A Ries Service wil sta the mod turns, long sight distances, easy 
few $256 , fied-modern, turnpike authority-built . , ~ 

w $256-nights a season, and he’s out curves, maximum grade of 3°%— most 
¢ and-owned service stations with an - e 
wm OUsINGSS grades 0.5% to 2% design speeds of 
elite corps, picked men put through a po on 4 

70 and 75 m.p.h. (speed limit 60) 

special six-week training course, and ad 
supervised by a special sales unit of The tolls for trucks and buses 
its Newark division range up to the equivalent of 3. 
per mi For passenger cars, they 
amount to about 1.5« 


In California, supplies are handled 

rely by jobbers, directly to ranch- 
ers or through associations. The Cali 

rnia Fruit Growers Exchange 
vhose membership covers 14,000 of 
the 18,000 orange, lemon and grape Asphalt actually asphaltic con- 
fruit ranchers, has set up a subsidiary crete and penetration bituminous ma- 
to procure supplies for members, It is cadam below it eaves Re Senge route, three each way in the northern 
called the Fruit Growers Supply Co authority more than $5,000,000 = the reaches. Abutting the outside lanes 
Members are not required to buy bidding against Portland cement con are 10 ft. asphalt shoulder Inside 
through it; and sometimes its prices crete lanes have 5 ft. shoulders, also of 
are not the lowest availabk rhe turnpike isn’t the longest as asphalt, which are banked to nudge 
phalt highway, but certainly is one : ‘ 
wandering vehicles back onto the 
lane 


Traffic lanes are 12 ft. wide. There 
are two each way for much of the 


As a sign of the times. though of the longest built as a single proj 
the supply company reported it ect, according to the Asphalt Insti 
heard from a lot of members who tute, which contributed liberally of Also, the turnpike has 1,200 ft. ac- 
usually did their own shopping. Be its information and know-how to thé celeration and deceleration lanes—at 
suse the market is tight, prices are project the service areas, as well as at inter- 
generally firm Not only that. adds the institute, changes with other routes 

After the early-December snap, the but the 
association Was nervous about the 


‘ 


turnpike is one of the “heavi The service areas provide separate 
est-duty” highways in America pump islands and parking space for 


supply outlook, mindful of reports The authority engineers designed a trucks, and the routes into and out 


that a long, cold winter may lic ahead highway with potential moving loads of the areas are so arranged as to 
But ofl companies allayed its fears of 36,000 Ibs. single axle weight be “practically devoid of turns.’ 
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Fuel Oil Demand Increases; Prices Firm 


Demand for fuel oils east of the Rockies took wings 
the past week and wholesale prices generally throughout 
the nation were firm 

The weather was much colder, spurring calls for distil- 

ils in all areas. In addition, the bulk of over a mil- 
barrels of purchases by Asiatic Petroleum Corp. to 


ef + 


fset losses in Abadan were made in the U. 8S. There 
also were sizeable unfilled demands for bunker oil at the 
Gulf for lifting during the first quarter of next year, and 
indications from government buying agencies were that 
military requirements o:, Navy Special Fuel Oil would be 
stepped up sharply 

Propane prices at New York Harbor ranged higher 
when one marketer increased his tank car truck transport 
price from 7 to 7.5c. An oversold position of most sup- 
pliers on liquefied petroleum gases continued to be re- 
ported in principal marketing districts (see page 50 for 
details) 

The average of service station prices fur regular-grade 
gasoline, ex taxes, as reported by The Texas Co. to the 
API, declined from 20.32c on Nov. 1 to 20.31c per gal 
on Dec. 1. Price cutting in Portland and Chicago pulled 
the average down somewhat, and lower prices also were 
reported in Camden, N. J. and Sioux City, lowa (see be- 
low for details) 

Asiatic Petroleum Corp. continued to place orders in this 
country for products needed by countries cut off from 
supplies they normally received from Iran. Of 1,146,000 
bbis. of crude and products picked up by the company 
during the latest week, 604,000 bbis. are scheduled to be 
lifted in the U. S. The company secured 250,000 bbis. of 
Grade 100/130 aviation gasoline and 114,000 bbls. of gas 
oil for loading during the balance of December, and 206,- 
000 bbls. of kerosine for the first quarter of 1952 

Since the cessation of operations in Abadan, purchases 
for British account in the U. 8. for lifting up to the end 
of the first quarter of 1952 have crossed the 30-million- 
bbl. mark-—30,136,348—-and the grand total of crude and 
products bought from all areas at latest report was up to 
59,270,369 bbis 

Asiatic was not the only large buyer looking for ma- 
terial at the Gulf. An export requirement of about 2,- 
000,000 bbls. of bunker fuel came into the market for 
shipment to South America during the first six months 
of 1952. In addition one marketer reportedly is short 
about 3,000,000 bbls. of bunker fuel over the coming 
three months for his domestic and foreign requirements 

At New York Harbor, bids for kerosine and No. 2 fuel 
edged up to as high as 10.4c for kerosine and 9.4c for 
No. 2 fuel, both prices 0.4c higher than the barge “ceiling” 
quotations at which most harbor suppliers made supplies 
available on a regular-customer basis. 

In Chicago, a blizzard gave impetus to fuel oil demand, 
which from time to time in the recent past has showed 
signs of faltering. An indication of improved demand in 
the upper Midwest also was an upturn in barging rates 
from the Gulf. Owners of river transportation tonnage 
once again were asking a “firm” 0.275c per ton mile for 
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clean barges and 0.3c and higher for coiled dirty ba: : 
These rates compared with a previous range of 0.25 
0.275c that applied late in November 

The only area of the country where fuel oil demand 
continued “draggy" was the Mid-Continent, and quota- 
tions for No. 6 by tank car marketers still were from 15 
to 20c below those of refiners, and ranged upward from 
$1.45 per bbl. However, were it not for an approximate 
SOc per bbl. freight rate to the Gulf, the surplus material 
by this time would have found a ready outlet. It was 
reported that some refiners at the Gulf, in need of extra 
bunker oil, were placing bids with Mid-Continent refiners 
as high as $2.00 per bbl, delivered to Deepwater. For 
No. 6 fuel, FOB Group 3 in tank cars, refiners reported 
prices ranging from $1.65 to $1.89 per bb! 


Markets for crude oils and lubricating oils continued 
generally unchanged, and many of the lubes still were 
items in tight supply 

The tendency to cut prices for gasoline at. retail in 
creased. Highlights of gasoline price war developments 
follow. Prices are exclusive of state and federal taxes, the 
amount of which is indicated in parentheses 


Camden, N. J. (5c)-—-Several major marketers in- 
creased their “voluntary allowances” from lc to 2c to 
dealers as cut price at retail] became more widespread 
Regular-grade prices generally settled to 15.9c and 16.9c 
(“normal” is 20.4c) at most metropolitan stations, and 
three large private brand outlets reportedly were retail 
ing at 14.9¢ a new low in recent wave of cutting 


Chicago (6c)—-Cut price reported at majority of ma- 
jor brand stations eased off to 13.9c, down 4c at many 
outlets, and most private brands were 1 to 2c lower at 
12.9c and 11.9c, the latter price still the low of the war 


Hartford, Conn. (6c)——-Dealer tank wagon prices for 
gasoline slipped under pressure of toughening retail com- 
petition, NPN sources declared. Two major marketers 
were said to have reduced their dealer prices 0.75c to 
13.75c, and another Ic down to 13.5c Others have 
granted “voluntary allowances” (off t.w. prices) to guar- 
antee dealers 3.5c mark-up. At retail stations, private 
brand prices for regular-grade were at 15.9c, with most 
major brands Ic higher at 16.9c, according to reports 


Portland, Me. (8c)—-Sharpened competition for gallon- 
age resulted in prices for major brands as much as 4.1c 
below “normal,” NPN sources disclosed. Majority of sta- 
tions were posting regular-grade at 15.9c, which compares 
with 20c at beginning of the month. There are no private 
brand outlets in Portland 


Sioux City, Iowa (6c)—-Regular-grade gasolines were 
cut 4.2 to 6.2c per gal. in a price war flare up that was 
said to have as its “issue” the 2c differential between 
private and major brands. Retail prices fell to as low as 
l4c. Sore point of the war reportedly was that 12 cut 
price private outlets have garnered about 55% of the 
city’s business, leaving the 120 remaining dealers to “fight 
over the bones.” 
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Summary of Daily Gasoline Prices (Dec. 11 through Dec. 17) 


Meter Gasetine 63 Oct. KR (Premiam) : 
N. Tea (Por ehpt. wo T aN. M. dest 
wt aN M dest 


» se 
Com. W -. (Truck "Teap.} 


Meter Gasoline 66 Oct, BE (Pf remiam): 
N. Tea. (For ehpt. to Tez & deat 
W. Tea. i Por anpt. to ~—_ aN M. deat 
Be. Te (Truck bap . 
Ceat e Troek ‘Tasp ) 


Meter Gascline 1% Oct, KR 
Obiaboma (Group 3, 
Midwestern (Group 3 bas 
N. Tes. (For ehpt. to T 
W. Tea. (For shot. to T 
Bn. Te (Track Teep.) 

Cem. W. Tea. (Truck Tnap.) 

Meter Gaseline 86 Uct. K 
N. Tea. (For ehpt. to Tex 4N M 
W. Tea.i For shpt. to Tea. aN M Sent 
BR. Tea. (Truck Toep 

Meter Gaseline 4 Oct. K (Kegular) 
N. Tex. (For ehpt. to Tea. @N M. dest 
W. Tea. (For shpt. to Tex. aN deat 
B. Tes, (Truck Trep.; 

Cent. W. Tea. (Truck 

a 4 (emsctine 82 Cet. 

= (Group 3) 
 ehpt. to T 4N.M. deat 
(Por ~— _- to M7 &aN.M. dest 
(True 
WwW. Tex ‘tk "Tuap.} 
Meter Gaseline 80 Oct. K (Regular): 
m (Group 38) 


Tasp.) 
BR (Regular): 


ern 3 tusis) 

Tex (For shpt. to Tea. 4N M. deat 
W. Tex. (For ehpt. to Tex. 4N.M. deat 

Meter Gasctine 66 Oct. M & below 
Ob laboma 3) 


(Orou 


(Group 


M 
to Tex. &N.M. dest 
Thep.) 
(Truck Tnep.) 


(Preemiam) : 


pane 


Moada 
Dee. i 
13.2-13.25 


Friday 
Dee. 14 
ne, 13.2-143.25 
os) * 


na) 
ns) 


na) 
na) 


(2)9 75-108 
0. 375-10.5(3) 
5-10 


na) 
na) 


Moter Gnsoline 02 Oct, RB (Premiam): 


New York 
New York 
Philadeitphia 
Philadeipnhia 
altimore 
Re ltimore barges 
Moter Gasoline 90 Oct 
New York 
New York 
Phiiadeipnia 
Philadeiphia 
Baltimore 
Ba)tim< barges 
Motor Gasoline AS Oct 
New York harber 
New York harbor 
Phitade! pt 
Philade pr a 
Raltim 
Baltimore barges 
Moter Gasotine 
Western Peon 
90 Oct R 


harbor 


harbor, barges 


barges 


KR (Premium) 
harbor 


harbor, barges 


barges 


re 


R (Regular): 
barges 


barges 


Bradford Warren 
Prem ) 

86 Oct. RK i ular) 
Western Penea.. OFF City: 

90 Oct RK (Prem) 

86 Oct. HR (Regular) 
Weeters Penna... Pittsburgh 

oO Oct. R (Prem) 

a4 Oct RR (Regular) 
NOTE octane ratings 
letter 


KRerearch 
the 


12.7 


13.6 
2 


indicated by the letter "'R'*. are minimum ratings Motor method 


2 


12.75(3)_ 


11. 15-42. 19 
12 


12.o-12.7 
11.75-12.15 
12 


11.875-12 
12.4) 
11.5-11.75 


10.25-10.75 
10.75-11.25 
10.75-11 
10.5-11 


(a9 75 
10.37 5. 10.5(8) 
9.875-10.5 
9.5-10.5 


13 
13 
15 
15 
12 
12.8 


13.85-1 
13 
5.15 


12.7512) 


13.75-13.9 
12 15- 12.9(2) 


13.92) 
12.92) 


octane ratings are indicated by 


where used 





GULF COAST 


Ready Buyers Stand By for Most Products 
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year. In fact, some of them declared they could sell as 
far in advance as they could arrange for supplies of crude 
oil. However, several refiners said they still were short 
of Gulf Coastal crudes, thus preventing their making 
products sales commitments too far ahead. 

Tightest product continued to be bunker fuel, and de- 
mands for the marine trade of late have been extremely 
heavy. Some refiners were said to have bid as high as 
$2.00 for heavy fuel, delivered the Gulf, from the interior 
Cargo-lot quotations ranged from $1.75 to $1.90 per bbl 


ATLANTIC COAST 
Demand at ‘Ceilings for Most Products 


Virtually all products were in demand at supplier's 
ceiling prices at East Coast points the past week, and 
bids tor heating oils -dged upward at New York Harbor 
Suppliers’ barge and tank car prices were reported un- 
changed in all districts 

The combination of high ocean transportation rates 
and a closely held supply position at the Gulf made for 
impressive demands for light and heavy fuel oils at 
most eastern seaboard terminals. Throw in some cold 
weather, and the result was that most market reports con- 
sisted of bids for material rath than offerings 

At New York Harbor, a small barge lot of kerosine was 
reported sold at 10.4c, and, while this transaction was not 
confirmed, bids at the same price were said to have been 
uncovered for similar quantities. Prospective buyers also 
were edging up their bids for No. 2 fuel from 9.3 to 9.4 
when no supplies were in evidence at the former price 
Offerings of heating oils, when they appeared, presum- 
ably were from other than primary supply sources, for 
most harbor suppliers reported prices of 10c for barge 
lots of kerosine and 9c for No. 2 fuel, which, however 
they were quoting only to their regular customers 

Probably the most difficult product for a spot buyer 
to find was bunker oil, trade sources said. Many maz 
keters declared they were in need of additional lots of 
heavy fuel, and offerings to the general trade were said 
to be almost non-existent. A sold-up position also was in 
dicated for severa] marketers of 0-10 p.t. No. 5 fuel. 

The extremely strong demands for clean tonnage to 
lay down heating oils on the seaboard also has awakened 
some demands for barge quantities of regular-grade and 
premium gasoline, it was said. Comment of several trad 
sources Was that there was “demand at 12c” for regular- 
grade in barge lots at New York, and one major declared 
gasoline prices were “extremel rm for December.” No 
sales were disclosed. Quotations reported by New York 
suppliers for barge lots of regular-grade gasoline ranged 
from 12 to 13.4c per gal 


CENTRAL MICHIGAN 
Refiners Tighten Grip on Light Fuels 


Refiners held light fuels in a tighter grip last week 
in Central Michigan with jobbers asking for more than 
their contract commitments. Suppliers’ comments on resi- 
dual fuels were mixed. No changes in prices were made 
and no open market trading disclosed 

While most refiners agreed light fuel inventories were 
falling fast--some said “too fast their reports on resi 
dual fuel were not uniform. One refiner said he was “out” 
of residual fuel; others said inventories tended to high 
side because of slack business period among their indus 
trial customers. Slackness in Detroit's heavy industry, they 
said, was reaching back to smaller manufacturers in the 
state. 

Reports on gasoline also differed. While two refiners 
were in market as buyers, trade sources said buyers 
should have “no trouble” finding regular-grade, but prem- 
jum gasoline “might be another matter.” 
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Explanations of Price Tables 


The reader's attention is directed to the fol- 
lowing explanations which apply to the Sum- 
mary of Daily Gasoline Prices appearing on page 
48 and the price tables appearing on pages 51-56 
of this issue 

The letter “X" indicates a change in prices; if 
the change is on the low of the price range, the 
“X”" is adjacent to the low; if the change is on 
the high of the price change, the “X" is adjacent 
to the high; a change from one flat price to a 
higher or lower fiat price, or elimination of the 
low of a price range, is indicated with an “X’ 
to the left of the new price; elimination of the 
high of a price range is indicated with an “X 
to the right of the new price 

Parenthetical figures indicate number of com- 
panies quoting when two or more companies 
quoted the price shown. In the Gulf Coast Cargo 
table on p. 54 all prices reported are shown 
In all other tables, only the lows and highs of 
the ranges of prices are shown; no attempt is 
made to show prices within the lows and the 
highs, and therefore no attempt is made to indi- 
cate the number of companies contacted for 
prices for each product. Nearly 200 primary sup- 
pliers (refiners and tanker terminal operators) 
plus an even larger number of other sources 
(jobbers, compounders, consumers, distributors 
brokers, tank car marketers, etc.) are contacted 
for prices at regular intervals 











MIDWESTERN (Chicago-E. St. Lovis Area) 
Light Fuel Demand Grows Brisk 


Light fuel shipments against contracts were heavy 
in Midwest last week as cold weather spread over the 
north central states, according to reports of refiners 
and tank car marketers. Open market demand, however, 
failed to show any widespread improvement. Heavy fuels 
remained in the doldrums, and several marketers offered 


No. 6 fuel over the season at “discounts.” Gasoline de 
mand was in “normal” downward trend for winter 

Two large purchases by a marketer featured week's 
trading reports. One purchase was 100 cars of No. 2 
fuel for resale at “published Group 3 low quotation” for 
shipment over the season, and the other was purchase of 
50,000 bbis. of No. 4 fuel at an undisclosed price for re- 
sale over balance of heating season. Refiners’ quotations 
for No. 2 ranged from 8.25 to 8.5c, Group 3 

Cold weather that caused stepup in demand for light 
fuels brought no response in the call for residuals. Some 
refiners said regular customers were falling behind on 
their commitments; marketers said product remained 
“sloppy” in open market. Three refiners offered No. 6 fuel 
over balance of heating season at “Sc off Wall Street 
Journal Group 3 low.” Marketers’ spot offerings ranged 
upward from $1.45; quotations reported by refiners ranged 
from $1.65 to $1.75. 


CHICAGO DISTRICT 
Cold Weather Improves All Fuels 


All fuels, and especially residuals, which previously 
had tended to soften, were improved last week with re- 
turn of cold weather to Chicago District. While demand 
for light and heavy fuels from regular customers turned 
upward, however, open market trading remained on dull 
side, trade reports indicated. Prices generally were un- 
changed. 

Two spot sales in light fuels were disclosed by Inde- 
pendent river terminal operators. One reported selling 
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ted sales f ii e-bottom loads at 10.62% 
FOR Ch ) rict ‘ for range oil ranged 

' 11.25 lL. . rom 10.5 to 10.75 
wrding to trad 
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barges of light and 
nais, sources 
of large in-ship 
re January's 
he weather 
tank space 


in gasoline Although 
mm posted tank wagon 
} etail war were as much as 4.5 

changes er reported in Chicago Distr 
erminal quotati An offering of cycled regular 
grade at 11.62% failed to sell Quotations for refined 
regular gasoline ranged from 12.5 to 12.62%« Chicago 


District 


barge 


WESTERN PENNA. 
Lubes Continue Closely Held 


lubricating oils in Western Penna. was 


Availability 
unchanged in mid-December from status of past several 
vonths. Heavy oils were rarely offered outside of con 
tracts or inter-refinery exchanges. Scale wax, and petro 
latum for export, continued “soft Some refiners said 
they were short of fuel oils, while others reported bal 
anced inventories, Prices for all products were unchanged 
‘Demand for lubes still was unslackened, with inter 
refinery needs for bright stock and heavy neutral for 
iotor olf manufacture, and demand for cylinder stocks 
for export, precluding these oils appearing on the open 
narket in significant quantities. Several refiners contin 
ued backlogged on orders for their branded products and 
for bulk lubes 

Some swapping’ of 600 and 630 flash for bright stock 
losed, but quantities of bright stock available for 
such exchanges were limited, it was said. Heavy neutral 
200 vis reportedly became easier to buyers of record 


was din 


and some spot offerings in small quantities were disclosed 
On the other hand, several refiners reported 200 neutral 
still tight and one asserted he was awaiting deliveries 
n delayed purchases, Lighter oil, 150 vis. neutral, contin 
ued available in fair volume, at 27c and higher, according 
to several sources 

Scale wax market continued unsettled. Majority of re 
finers asserted their inventories were not excessively 
large, and some stated they were either sold up or reduc 
ng their stocks by domestic sales. At same time, prices 
generaily were reported “soft 


especially in relation to 
ices at the seaboard. Low quoted tank car price was 
'.75c, unchanged, Sales reportedly have been made at 
lower prices, although confirmation was lacking 
Domestic demand for petrolatum continued steady 
while export demand was little improved from slow pace 
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marketer who reported paying 10.375c for kerosin 
i0.125¢ for No. 2 fuel, in Bradford-Warren and O 

resale. At the same time, an Oi] City 
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MID-CONTINENT 
Burning Oil Demand Improves 


Open market trading was more acti n the Mid-Con 
tinent the past week, and refiners said burning oi] dé 
nand was much improved as result of colder weather in 

, 


market re 
mained relatively soft, Gulf Coast buyers seeking No 


northern consuming areas. While heavy fue 
in Oklahoma and Texas found few refiners willing to s 


because 


f freight costs which they would have t 
rb. Most grades of lubricating oils re d strong 

Northern tank car gasoline trading remained slow 
though demand locally and at northern pipe line 
minals was good. One reseller said he purchased 
eral cars of cycled gasoline at 9.25c, and another dis 
closed resale of “a few" cars at 9.375c, both prices FOB 

roup 3 basis 

In the burning oil market, few sales were disclosed but 
refiners said regular customers were “flooding” them with 
shipping instructions at end of week. Most grades were 
said to be tight at some northern pipe line terminals as 
result of increased demand. Trade sources said few re- 
finers were willing to sel] Nos. 1 or 2 fuels at more than 
0.125c “under published prices,” for resale 

One lubricating oil refiner said he would welcome a 
‘breathing spell,” since he has been “scraping the bottom 
on all grades for past few months. Same refiner added h« 
couldn't see any sign of any let-up in demand in the near 
future. All lubes, except low viscosity neutrals, were des- 
cribed as “very tight” by all sources. One refiner said he 
still was turning down inquiries for bright stock and high 
viscosity neutrals 

3uyers from the Gulf Coast were said to be offering 
East and North Texas refiners $1.85, and one Oklahoma 
refiner was offered $2.00, for No. 6 fuel, delivered Hous- 
ton. However, most refineries were turning down these 
bids because of low netback. There was one unconfirmed 
report that an East Texas refiner recently sold 100,000 
bbis. of No. 6 to an Independent at the coast for ship- 
ment during December and January 

In other heavy fuel trading, 20 cars of No. 6 were sold 
at $1.40, and one car of No. 5 at $1.95, FOB Group 3, by 
an Oklahoma reseller. One Oklahoma refiner sold several 
ears of No. 6, but price was not disclosed. A Kansas refin 
er reported sale of 7,000 bbls. of No. 6 at $1.70, FOB plant 


LP-Gas Supplies Tight; Prices Firm 


NEW YORK-~Oversold position of most suppliers on 
liquefied petroleum gases continues to be reported in prin- 
cipal marketing districts. However, trade sources said 
Dec. 12 that completion of third natural gas line to Chi- 
cago may make it unnecessary this year for ‘interrupted’ 
gas customers to turn to LP-gas for standby fuel supplies 

Prices reported for LP-gas generally were unchanged 

(Continued on p. 57) 





Crude Oil Prices 
No charges were reported in crude oil prices 
during week ended Dec. 15 For complete crude 
price schedules see p. 46-47 of Nov. 28 NPN 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT DEC. 17 
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Grade products This promotion No. 6 fue $1.75 m2 Heavy fuel (PS 400) 
‘ { Light fuel (PSB 300) 
adds strength to the steady, provec Diesel fuel (PS 200) 
preference for these quality lubri ARK. (Fer shipment to Ark. & La.) Stove dist. (PS 100) 
cants known, trusted, used and 44 ww 


Tractor fuel 
Ti c cars! 
ae d for years Diesel fuel 52 & below 


Diesel fuel 58 & above 


You can enjoy this solid backing . 2th ' 
No.2 fut ; NATURAL GASOLINE 


for your label, plus the outstanding fuel 

service and know-how jobbers, Ne H Pe (Group 3 & Breckenridge prices are to Diend 
compounders and distributors report No. 6 fuel ers on freight basia shown below. Shipments 
in dealing with the Elk Refining may originate in any Mid-Continent manufac- 
Company. Get the details today WESTERN PENNA. turing district.) 

Write, wire or phone Bradford Warren: FOR GROUP 3 
Keroaine - 


ELK REFINING COMPANY No. 1 fuel ‘ats iy abe piety 
KANAWHA VALLEY BUILDING No. 3 fuel 10.25 FOS SRECKENRIDGS 
Phone 2-816! 


36-40 gravity fuel 10 Grade 26-70 6 375( Quotations 
Charleston 1, W. Va. 


Refiners of Highest Quelity 
Pennsylvania Grade Petroleum 
PT AALS 
<* . 


J] . 
a eo rem 6 


Bright Stocks ee ee 


Newtrals Marketer of Petroleum Products 
Cylinder Stocks 


Wones SIO NEW ENGLAND PETROLEUM CORPORATION 


44 »* 
$ee New York Boston 
Cherter Member of ?.0.C.0.A.—Permit No. 25 
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Refinery & Terminal Prices (Continued) 
PRICES IN EFFECT DEC. 17 
CHICAGO DISTRICT PRICES ATLANTIC & GULF COASTS 


Prices t t tank erm. 
ender track transport tos POS reneetien Prices are of refiners, FOB their refineries & er terminals, and of tanker terminal operators 
pipe tine terminals and inland waterway barge FOB their terminalis, Ships’ bunkers prices are exclusive of lighterage. 
eTminals 
92 Oct. R 90 Oct. R 85 Oct. K 83 Oct. R Kerosine 
Motor Gasoline Distriet Prem. Gasoline Prem. Gasoline Reg. Gasoline Reg. Gasoline Ne. | Fuad 
90 Oct. R Prem. ..... N. ¥. Herbor 13.88-15 13.85-14.35  (3)12.85-13.6 . (18) 10, 1-10.243) 
88 Oct. R Prem 3.5-13.625 do barges. 13.75-14.9 13.75-14.25 (2)12-13.4 +. 10119) 
S4 Oct. R Reg Albany - 34.95-15.204) 14.7-15.2 (2) 12.7-13.7(6) 12 7-13.7(2) 10.449) 
82 Oct. R Reg 12 Baltimore .. 12.9-15(2) 12.9-13.25 11.9-13.5 - 10.3110) 
28 


do barges . 1 12.8-13 11.8-12 . 10.244) 
Light Fuel Oils Baton Rouge. .... ms es 0.7 


Range 


No. 2 fuel 0! 5 ator -» 14.95-15.7 14.95-15.2(2) 13.7(7) . 10.3(14) 
Charleston .. 13.3-14.475 13.3 12. 3-12.47 12. 10.4(5) 
Heavy Fuel Otis Corpus Christi 12.5-13.5 12.5 115 “ 
Sg gee Houston » 1225-133 12.25-13.3 11.25-11.3 9 25-10.28 
No. 5, high sulfur ~# do barges. 12.25-13.3 (2)12-12.25 11.25-11.3 : 9-4. 25 
No. 6, low suifur - - Jacksonville . 13.6(4) 13.3-13.6(2) 12.67) 12.3-12.6 11.1 
’ wifur . se ~ 
No. 6, high sulfur Miami ...... 13.6 126 ; 11.143) 
: Mobile . ee 13.4(3) 12.412) 124 e 10 414) 
New Haven. 1513) 13.512) 10.319) 
New Orleans 126 11.25-11.3 
do barges. 126 1 4 11.2-11.25 
WAX Norfolk 129-146 \. : 11.8-12.6 
Pensacola - 13.4 13.4 a 
WESTERN PENNA, (7.0., im Bulk) Philadeiphia , 15. 15-15.3 13.7 
in barges . 15.16 15.05 13.6 
White Crude Seale: Pt. Everglades 13.4¢3) 13.6 
122-124 A.m.p 7S Portiand ...  15.05-15.3(3) 15.05-15.3 13.8 
124-126 A.m.p 75-5.5 Providence .. 14.95-15.2(3) 14.95-15.2 13.7 
Savannah .. 13.4:3) 13.312) 12.3-12.6 
SEABOARD 


13.413) 13.3-13.4 12.3-12.4 10.9(7) 
Melting points are AMP. 3° higher than - ac? 
EMP Prices are for carload lots; domestic . 13. 15-14.55(2) 13.15-13.2 15-13.58 03.66-28.68 meets 
Prices are FUB refinery scale c bags or 
bbis fully refined, slabs loose Expert prices 
are FAS; scale in bags or bbis., fully refined 
in bags or cartons 


, ES , Dieeet O88 
Crude Seal N. ¥. Domes N. ¥. Export - 
> aa J = : - Gas House No. 5 Fuct Ne. 6 Fuel Shore Miants 
ae Oe 2 No. 2 Fuet (O10 p.t.) (15-60 p.t.) (60 cet., 65 1.) (45 cet., 45°E1.) 
Fully Kefined: N.Y. Harb.(19)9.1-9.2 3 (12)$3.23-3.56 $2.47 (6)9.5-8.6(2) $3 9015) 
; . do barges. (17)9-9.25 (12)3.20-3.46 2.44 
Albany .. 9.4(12) 3.75 9.814) 
Baltimore ... 9.2110) 3.2313) 2.87 9.615) 3.0014) * 
do barges . 9.115) 3.20:3) 2.84 
Baton Rouge a4 : 2.22 8.8 B69 
os . oe 2.19 . 
9.3114) . 3.26(6) 9.715) 3.9413) 
Charleston .. . . 2.73(2) 9.512) 3.9012) 
Houston 25- ° (2)8.5-9 3.4916) 
do barges . es oe 
Jacksonviile . . oe 10.114) 4.24215) 
Miami! ...... . . ° 10,12) 4.24213) 
Mobile . 95 
NAPHTHAS & SOLVENTS ow Reven ; ase 2.708) 
, New Orleans - oe oe os 8.7-9.1(2) 3.4913) 
(FOB Group 3) do barges . . , 
Stoddard solvent ...... 375(3) Norfolk .. -! 3.18 2.82(2) 9.614) 3.90(3) 
Cleaners naphtha . * Pensacola . ee ee ‘ ~~ . . 
VM. 4P. naphtha . ee ‘4 . 3.10-3.25(3) 3.1016) 9.6(8) 3.9015) 
Minera) spirits “* ** ee 
Rubber avean . Ketnigt 75 bvergindes ; ae ie 10.145) 4242/4) 
Lacquer diluent . ‘ ) : ‘ Portiand ° w - ¥ 9.814) 4.03 
Benzol @iluent. pone 4 Providence .. 3.24(2) 9.714) 3.94-4.07 
ae Savannah ... oe seve 2.76(2) 10.1(5) 4.24215) 
WESTERN PENNA, Tampa ° ee sees see 1016) 4.2015) 
On Oy: Wiimington, 
Stoddard solvent . oveee HF. GO. soon. 9.5(2) 8.9013) 


Pittsburgh: 
Stoddard solvent . cece 15(3) 


No. 6 Fuel No, 6 Fuct Bunker © 
OHIO— Quotations of 8.0. Ohio for delivery to . Ne Sulfur . 1% Fuet 
Ohio points », Guarantee Ships’ 
V.M.4&P. Naphtha 17.0 Barges Guahess 
Mineral spirits & stoddard solvent 16.0 N.Y. Harb, .(13)$2.45-2.50 $2.45(13) $2.55-2.63(2)  $2.55-2.60(3) §2.45(11) 
Rubber solvent ... 14.875 Albany ee 2.50 . . . 
Baltimore .. 2.4514) 2.60 2.60 2.4514) 
Baton Rouge. 1.85 eves es 1.8512) 
&. TEXAS (Truck Truspt.) Senn see, 2.51(5) wan ong 2.5115) 
Stoddard solvent ...... Charleston .. 2.3113) eee esos 2.3113) 
Corpus Christi 1.85 eeee 2000 1.8513) 
Houston : oeee eee 1.85(11) 
CENT. W. TEX. (Trock Trnspt.) Jacksonville . 6000 gees 2.2816) 
Stoddard solvent .......... Miami ..... tee . 2.2213) 
Mobile ..... oeee . 1.90 
New Haven . esse eeee 2.47<2) 
KANSAS (Fer Kans, Dest’n, only) New Orleans. oe oces 1.8514) 
Stoddard solvent .......... 11.8 Norfolk .... . eee ee 2.4014) 
Pensacola ... es omne oe 2.10 oes 
Philadelphia . . 2.45(7) 3.57(8) 
ATLANTIO € ee Pt. Everglades ceee oe 2.22«3) ove 
-M.aP. Mineral Portiand ... . ee os 2.51 eee 
pr Spirits Providence .. . 2.4713) ese 
New York Savannah .. . cove . 2.3115) soe 
Harbor 1744) 1615) Tampa .... 2.1915) 2.1614) ee ee 2.16¢5) ° 


Philadelphia . "(3916 5-17 (4)15.5-16 bat mr aa 
Baltimore .. 15.512) N eeoe eves eee 
Boston . - 17.513) 16.514) er octane ratings, indicated by the letter “ are minimum ratings, Moter Methes 
Providence - es 16.544) 5 used, are indicated by the letter MM’. 
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Refinery & Terminal Prices (Continued) 


PRICES IN EFFECT DEC. 17 
GULF COAST—CARGOES, DOMESTIC & EXPORT, ALL PORTS 


Cargo prices are FOR ship at U. & Gulf, minimum of 20,000 bbis., and are by refiners only to 
“her refiners, export agents, or tanker terminal operators, The Ggure in parentheses after each 
orice indicates the number of companies quoting that price 
Aviation Gaseline (MIL-F 6572) 

Grade 115/145 

Grede 100/190 

Grade 01/06 


Motor (asotine 
v2 Oct. KR (Premium 3512) 
0 Oct. KR (Premium 6-12(2)-12.25 
85 Oct KR (Regular) 11.5 
83 Oct. KR (Regular 10. 75-11-11. 2512) 
Te Oct. R 10.5-11 
706-72 Oct. M Leaded 16-10. 25-10.75 


eresine & Light Puets 
41-43 kerosine 
No. 2 Fuei e 


Diewet & Gane Olle 
43-47 Diewel index 
48-62 Diesel index 
53-57 Diesel index 


Heavy Fucte—Cargoes 
No. 6 Fuel, 0-10 p.t $2. 35(2)-$2.50 

Bunker C Fuel $1. 75(2)-81 .85(3)-$1 .90 

Research octane ratings, indicated by the letter “'R are minimum ratings 


Motor Method 
wtane ratings where used, are indicated by the letter “M"’ 


MIDDLE EAST CRUDE PRICES 


Posted Export Prices of Socony-Vacuum Overseas Bupply Co. for Sale in Cargo Lots 
(Prices are per bbi of 42 t eal port or other governmental charges 
snles taxes, ete if any; FOR shown; 2c per bDbi. differential per 
degree of gravity applies for gravities below and above those shown.) 
Type of Price 
Crude Per bbl. 
Arabian $1.75 


AP! Effective 
FOR Point Gravity Date 
Ras Tanura, Saudi Arabia - Nov. 1, 1950 
Qatar $1.81 Umm Said, Qatar - Nov. 1, 1951 
Arabian $2.41 Sidon, Lebanon April 1, 1961 
iraq $2.41 Tripoli, Lebanon April 1, 1961 


AVIATION GASOLINE PRICES 


(Prices are for tank cars, barge or truck transport lots; aviation gasolines meet Specification 
MILF OST2, uniess otherwise noted.) 
Dist rtet 


Grade 100/130 Grade 91/96 Grade 80 
New York, NY 


17.6-18.6 16.1-17.2 15.6-16.2 
18.2 16.7 15.95 


7.9 16.46 15.85 
16.35 15.6 
16.5 15.75 
14.75 
14.5-15 


7 
a 
(Baton Rouge) 7 
6 


15.5 
5-17.25 15-15.75 


LAKE PORT TERMINALS 


Buffalo 
wo Oct R (Prem 16(2) 
KR (Reg) (2)14.5-14.8 oe 
11.505) es 11 
Fuels 1143) 10.35-10.95 10.25 
Fuel 11.35-11.7 10.75-11.1 
Fue 10.54) 10.35-10.96 10-10.1 
Fuel 8.6514) 8 .25<2) 
Fuel 9 .53(2) 8.414) 813) 


- 


Clevetand Toledo 


PETROLATUMS 


WESTERN FENNA 

bis arloads tank car 
Snow White ‘ 
Lily White 27.20 25 San Pedro. Calif. 
Cream White 5.7.87 San Francisco 
light Amber 5 5 Portiand, Ore 
Amber 375-6 Seattle. Wash 


PACIFIC COAST 


(In Ships’ Renkers, Diese! Fuel Banker C Fuel 
or Deep Tank Lets) (P.S. 200) (PS. 400) 
$3.44:(5) (4)$1.70-1.85 
3.6514) (3)$1.75-1.90 
3.8614) (3)$2.00-2.15 
3.8614) (3)$2.00-2.15 


LPG PRICES 


(Of refiners, FOR refineries, to cents per gai., 
tank care or transport trucks) 


ya om HARTOL 


mercial dustrial mercial — trial PETROLEUM CORPORATION 
a _ Peepane Prevane Butane Butane INDEPENDENT MARKETER 
a 2: Maine to South Carolina 


FIETH AVENUE NEW YoR® w UY 


Philadeiphia 
Baltimore 
Hastings 


54 


MEXICAN BUNKER PRICES 
U. S. DOLLARS PEK BBL. OF 159 LITERS 


Bunker ( 
(Ships Bunkers) 
Mexican Gulf 
Tampico $1.95 $3.75 
Veracruz I 
Minatitian 1.95 3.7 


Pacific Const 
Guaymas 2.50 $3.95 
Manzanilio 0 3 
Salina Cruz 2.50 3.50 





28 YEARS OF RELIABLE 
OlL PRICE REPORTING 


This, in just a tew words, is the story of 
Platt’s OILGPAM Price Service 

Since 1923, it hes been recognized 
throughout the industry as the foremost 
daily ofl price reporting ogency. tt has 
constantly been top management's major 
source of oil price information, and with 
good reason. 

. « « « OUGRAM has the lorgest stoff of 
oll price experts employed by any off 
price reporting agency. 

OILGRAM is the most complete, 
most comprehensive price report available 
to the oi] mon 

ONLGRAM hes the complete con 
fidence of its subscribers. More than 
ninety ovt of every one hundred oi! men 
who once subscribe renew their subscrip 
tions yeor ofter year 





If you ore dependent upon daily oil prices 
in your marketing operation, you should 
be an OILGRAM Price Service subscriber 
We invite you to accept ao week's Trio! 
Subscription with our compliments. There 
is no obligation on your port whatsoever 


A letter of request on your company 
letterhead is oll thot is required 


Write today to: 


Platt’s 
OILGRAM 


Price Service 
1213 W. 3rd St., Cleveland 13, Obie 











REPUBLIC OIL REFINING CO. 
Refiners of 
and RE Petroleum 
Marketers Products 
Main Offices: Refinery, 
Pittsburgh, Pa. Texas City, Texas 
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effect Dec. 17, 1951, as posted by principal marketing companies at 
their headquarters offices, but subject to later correction 
Inspection fees per gail., included in both gasoline and kerosine prices. 
unless otherwise specified, are as follows 
1/40¢ on gasoline; Ark i 

2/25e; Kamas. 1/100¢; La. 1/32c; 
Nev. 1/20¢; N. C. i/4e; N. D 
1/40; Tenn. 2/S5e; and Wise. 3/100c 

Kerosine inspection fees only: Ala. 1/2¢; 


Tank Wagon Prices 


Prices for gasoline do not include taxes; 
tmapection fees as shown im next column Gasoline tazes, shown im 
separate column, include 2c federal, end state tazes; aiso city and 
County tazes as indicated im footnotes. Kerosine tank wagon prices 
also do not include taxes; kerosine taxes where levied are indicated in 
footnotes. Discounts, if any, are shown im footnotes. These prices in 


they do, however, include 
3/100c ; 


lowa 1/50c; Mich 


———— a - 


(Regular Grade) Kero. & 
(meoline Ne. 1 

Fuel 

Tw. 

14.0 

14 

14 

14 


Te) 
Py 
H 


Allentown, Pa 


cco 


Greensburg 
Harrisburg 
Philadelphia 
Pittsburgh 
Reading 
Scranton 
Wilkes Barre 
Williamsport 
York ee 
Wilmington, 
De 
Bridgpt.. 
Hartford 
New Haven 
Boston, Mass 
Fall River 
Springfield 
Worcester 
Prov., R. I 
Camden, N. J 
Newark 
Albany, N. ¥ 
Binghamton 
Buffalo 
Elmira 
Rochester 


oso 


8 A Ak nd hd dd a 


couwsasvanae & 


Conn. 


a 


w 
CK Seeeonuee 
Cr acocereee 
SAMAeaae-s 

o SCwuuUwwo 


ee Seere 


Baltimore, Md 
Richmond, Va. 
Charlotte, N.¢ 
Jacksonville, 

Fi ee 


eevee e2ur4e 
SeHaeaseeaeaau 
ecooococeo 
So C22 enxnGrw 


nw 
oe 
os 9S 


a 
Miami 
Mineral Spirits V.M.AP. 
T.w. Tw. 


Philadelphia, Pa 
Pittsburgh 


16.5 
20.0 
Heavy Fuel Otle—T. 
Ne. 
Philadelphia, Pa. .. P 8.48 
Notes: 
Kerosine—Thru Penna. & Del., 


gal. for t.w. deliveries of leas 
one time 


18.0 


add 2c per 
than 25 gals. 
Camden—Add 1c for deliveries of 
100-299 gais.. 2c for less than 100 gals 

Mireral Spirits prices also apply to Stod- 
dard Solvent 


CONT'L. (N. B. Prices are Continental's 


tankwagon prices Current selling 

On prices may vary from those shown 
because of local conditions. ) 

Coneco Demand 

N-tane (3rd Gaso- 
(reguiar) Grade) line 
Tank Wagon Taxes 

Denver, Colo 

Grand Junc 


>] 


ccon4oenwe 


Salt Lake U. . 
Twin Falis, Ida 
Albuquer., N.M.. 
Roswell . . 

Santa Fe . . 
Muskogee, Okla... 
Oklahoma City .. 
Tulsa ....... 


18 
15 
“4 


12 
12 
12 


S2ESOHeSP4S ee Teeew 


egxneworeeo 
Frenwenernwnnoceorvrs 


Taxes: 

Gasoline tax column includes th 
Albuquerque & Roswell, 0.5c; 
Cheyenne, ic; Casper, ic 


ese city taxes: 
Santa Fe, ic; 


Salt Lake City and Twin Faille gasoline 
and kerosine prices apply for deliveries of leas 
than 200 gals 200-399 gals., deduct 0.5; 
400 gals. and over, deduct ic 


T.W. prices are to consumers and dealers. 
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CHEVRON 


CALIFORNIA ' 
STANDARD) tr * 


San Fran... Cal.. 
Los Angeles 
Fresno . . 
Phoenix, Ariz 
Reno, Nev 
Portiand, Ore 
Seattle, Wash 
Spokane 
Tacoma 

Boise, Idaho 
Sait Lake, U_. 
Honolulu, T. # 
Fairban Alaska 
Juneau 


~ 
bf 


SSSenweuercura4weoe 
ee 24S SSS 244A Se 
eovocorvervovevee 


San Fran., 
Los Angeles 
Fresno . . 
Phoenix, Ariz 
Reno, Nev eee 
Portland Ore. 
Seattle, Wash. 
Spokane 


Cail.. 


Boise 

Salt J 
Honolulu, T. H. . 
Fairbanks, Alaska 
Juneau 


Seeveguggrnweoe 
Souvevernenee 


Taxes: 
Boise—Se gas 
only 
Salt 
fuel 
state 


motor fuel 
2.5¢ state 
to motor 
federal, 


tax applies to 
aveas taxes are 2c federal 
Lake—Te gas tax applies 
only; avgas taxes are 2c 


Honolulu—8.5¢ gas tax applies to motor fuel 
only; avgas taxes are 2c federal, 4c terri- 
torial Standard Diesel/furnace oi] price is 
ex tc territorial Nquid fuels tax. All T.T 
prices are ex Hawalian gross income tax of 
1% to resellers, 2.5% to consumers 


Notes: ‘ 

Gasoline—For other deliveries of Chevron 
(Regular) and Chevron Aviation 80/87, add to 
400-gals.-and-over price 1.0c for 40-199 gals. ; 
0.5e for 200-3990 gais., except for deliveries to 
Marine trade tn Alaska (excluding Chevron 
Aviation 80/S7) where 0.5¢ differential applies 
to 40-399 gal. delivery; for less than 40 gals. 
add 40c gal, except at Honolulu add 4.5¢ for 
less than 40 gals. to Marine trade and less 
than 100 gals. to Shoreside trade. Prices for 
Chevron Aviation 80/87 at Salt Lake City ap- 
ply to all quantities tn excess of 40 gals 
Prices for Chevron Supreme (Premium) are 
2.0¢ gal. higher than Chevron ‘Regular) for 
quantity delivered, except at Salt Lake which 
is 1.5¢ gal. higher. For less than 40 Is. de- 
liveries, add 4.5¢ gal. to 400-gals -over 
price, except at Honolulu. add 5.0c gal. for 
less than 40 gals. (Marine) and less than 100 
gals. (Shoreside). Add to Chevron Aviation 
80/87 quantity delivered prices, 2.0c for 91/98, 
5.0¢ for 100/130, and §.0e for 115/145. 

Kerosine—T.T. prices, except at Salt Lake 
City, apply to deliveries of 40-199 gals. For 
other deliveries: less than 40 gals., add 4c; 
200-399 gals., deduct 3c; 400 gals. & over 
deduct 4c; tank car-truck trailer, deduct 5.5¢ 
Salt Lake City posted tank truck price ts for 
minimum 40 gal. deliveries. 

Standard Diesel/Furnace Ot! & Standard 
Stove Oll—T.T. prices are for deliveries of 400 
gals. or more. For other deliveries: 40-199 
gals, add ic; 200-399 gals, add O.5¢; less 
than 40 gals., add 5c. 


Dallas, Tex.. 
Ft. Worth 
Houston .. 
San Antonio. 


Notes: 


T.W. prices are to all classes of dealers and 
consumers 


Chattanooga 


iti! 
: 


ESSO 
STANDARD 


Atiantic City, N. J 
Newark oes 
Baltimore, Md 
Cumberiand 
Washi ngton, db. Cc 
Danville 
Petersburg 
Norfolk 
Richmond 
Roanoke 
Charieston, W. Va 
Fairmont . 
Parkersburg 
Wheeling 
Charlotte, N. C 
Hickory 

Mt. Airy 

Raleigh 

Salisbury 
Charieston, 8. C 
Columbia 
Spartanburg 

New Orleans, La 
Baton Rouge 
Alexandria 

Lake Charlies 
Shreveport 

New Iberia 
Knoxville, Tenn 
Memphis 


i 


” 
ccocococoococo 


Se Oreocorrugroceeunvesd 


e 


SOCSOS SS SCHAHHAAT SSE STOnAGS 


Nashville 
Little Rock, Ark 


ceucouvece ee 4voew 
H vecoeoocooooeoooooooos 


< 
‘a 


Newark, N 
3,600 gals 
Steel bbis 

Baltimore, Md 
3,600 gals. & over... 
Steel bbis 

Washington, D. C 
100-499 gals 
500-3. 509 
3,600 gals 
Steel bbis 


J 
& over 


we 
*-. 


cwcoo 4 oS 


s es 
& over 


Ne. . “Ne. 4 No.6 

Atiantic City, 
Newark, N. J 
Baltimore, Md 
Washington, D 
Norfolk, Va 
Danville 
Petersburg 
Richmond 
Roanoke 
Chariotte, N. C 
Hickory 
Raleigh 
Charleston, . € 
Columbia 
Spartanburg 12.4 ° 
Taxes: isiana kerosine prices do not 
clude lc state tax 
Notes: 

Kerosine No. 1—~Atlantie City prices 
for deliveries of 300 gals. or more; add ic 
100-299 gals., 2c for less than 100 gals 


IMPERIAL 
ol 


arrive at price per U. 
subtract 1/6th) 


ait 
: 
i 


St. John's 
Halifax, N 
St. John, N. B 
Charlottetown, 
P.E. 
Montreal, P. @ 
Toronto, Ont 
Hamilton, Ont 
Winnipeg, Man 
Brandon, Man 
Regina, Sask 
Saskatoon, Bask 
Calgary, Alta 
Edmonton, Alta 
ancouver, B. C 22 
(*) Price is for Easo 
Taxes: 
Gasoline 


8 


Nod 
8 


w 
~ 
eve 


nN 
esoeocecosceooo ooo 


oe 
— ww 


SOvKvresceseeo @O 
~ 
oor 


10 
Extra (Premium) 


taxes are provincial taxes. 


: weer eee ew couneer~ne 


eoeeu~orunce 


SRYSNBRNESRS BBE 


(Prices are per imperial gal.; to 
. = 


5 
s 


cowrvece eee ea 
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SOCONY VACUUM 


Mobligas Aircraft 


Grade Grade Grade Mobdligas (Regular Grade) 
Cons. Dir, Cone Dir. 


Gasoline 6 oi leo 
Tass 7.” Tw Tw. 


« 


Taek Wagon Prices 
Minera) Spirits 
Vue va 

Tas 


OHIO STANDARD 
Aviation Gasoline-Cons, T.W 


seohte sohto 
Avia Avia. sohlo 
Gasctine§ 62 no Avia, 


Taxes (Clear Clear 1ee 


Notes ’ . 
INDIANA STANDARD 


Indiana t 


ed below 


Red (rown (Ree. Grade) 
Red (r'a. Red Or'a 
(ome iver 


iwaukee, W tee t 16.1 f 
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For Sale 


FPRUEMAUF, five compartments, 3500 gallor 

semi-trailer, single axie, 9.00x20 tires. A-1 

eunditior siz00. J. M. KROBINSON, Weed partments, 300, 200 

worth, La. geod condition 
Bex 184, 


FOR SALE: 4.000 gallon Fruehauf 
1945 and 1948 W-20 White Tractor wil 
separately or a2 a unit Write 


OL, ©O., Box 186, Auburn, Ind 


jon tandem trailers. 
©O., 621 West 
Hiland 1385. 





STEEL STORAGE TANKS 


Railroad Tank Car Tanks 
6,500 to 12,000-Gal. Cap 
Coiled and Non-Coiled 
Cleaned—Painted—Tested 
Heavier—Safer—Cheaper ou 
Other Tanks Too 
Also—Complete Tank Cars 
8,000 and 10,000-Gal. Cap 
Your Inquiries Solicited 


MARSHALL RAILWAY 


1947 ——— . 
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fersenville, 1 


WILL 


one 


SELL TO 

master 

50 Church St., Suite 1976 - see 
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New York 7, N F oan 
Phone: 
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For Sale 


PORK SALE: 600 gallon 
This tank 
Price §200 


NEW AND USED 4000 
trailers, also new and used 5000 to 6600 
BRUCE F&F. HACKETT 


good 


4 
“sot THE KN INDIANA 
West Third s., Jef 


eel ar y log f hose 


COMPANY, Tit 
odiana. 


me wie 


EQUIPMENT CORP. toi ‘Mack Model BQ 


booster brakes 


tractor 
power take-off and 2" 
One 1942 Fruehauf trailer, 2700 galior 
mpartments, with —- 20 tires. side boxes 


COrtland 7-8090 1%" Neptune meter 
sox on. 


Position Wanted 


PROMOTIONAL MANAGER OR SALESMAN 
t Experienced in jobbing and marketing motor 
PERRINE rd “il, gasoline, and tires Aggressive and re 

6583 sourceful, Married, two children. Interested ir 
Eastern seaboard location. BOX 


tank truck 


Position Open 


Kansas City, Me., GREASE CHEMIST wanted for development 
tation and testing metallic soaps add 
and inhibitors. Excellent opport ty per 
tting technical service work. Northern New 
Jersey. BOX 603 


gallon single = 


wr ane tires. skirted 
meter 


For Lease 


HAVE FOR LEASE service stations, Modern 

new, fully equipped, wide fronts, multipumps 

in FPlori¢a-—several in Miami territory. Doing 

makes best offer nice volume. Supply contracts optional. BOX 

1100 gallon tank 600 
r meter and 
semi-skirted One 
100020 tires 


Wanted to Buy 


WANTED: 2 or 2 bulk tank meters. Also 
truck meters and pumps CRAY O84 CO., 173 
Main St.. Ketlows Falls, Vermont. 


hose and 





LP-Gas Supplies Tight; Prices Firm 


(Continued from page 50) 


and so-called “high” quotations were said to have found 
ready buyers for small lots. While bulk of Group 3 ship- 
ments to retail distributors reportedly are being made at 
4c for propane, 4.5c for butane-propane mix, and 5c for 
butane, one sale of butane was disclosed at 6.5c. 

At New York Harbor, one supplier advanced his tank 
car/truck transport price from 7 to 7.5c. On other hand, 
another marketer, denied his requested ceiling increase 
from 7 to 8c, said he was still selling propane to regular 
customers at 7c at New York and Baltimore. 


OPS Helps Company Caught in Price War 


WASHINGTON Office of 
granted Spur Distributing Co. of Nashville, Tenn., ceil- 
ing prices of 28.3c per gal. for regular-grade gasoline 
and 30.3c per gal. for premium-grade gasoline in Raleigh, 
N. C., area. 

Action, by letter order, L-26 to Sec 
taken to re-establish company’s 
practice of pricing at 2.6c per gal. below majors selling 
branded products in same area. OPS noted that Spur 
was in price war on unbranded products at time of gen- 
eral price freeze and had prices set at 27.9c per gal. 
for regular and 29.9c per gal. for premium gasoline at 
that time. 

Continuing its series of orders exempting from ceil- 
ings sales of products between affiliated companies, OPS 
also issued following orders 


Price Stabilization has 


17, CPR 13, was 
“customary” business 


Pure Of) Co., Chicago-—-L-116 to Sec 2, CPR 17 ifting controls from 
sales between Pure Oj] and these affiliated or su lary companies 
American Minera] Spirits Cc Colonial OU C Inc Hickok Ot) Corp 
Mid-South Ol Co Pure Gas Service © Pure yp Co Puritan Gas 
co Sabine Transportation C Seaboard Oi} C Shaw Brothers 
Ol Co Sherrill Oli Co and Woff rd Off C 

Gas Distributors, , Columbu Ga L-115 to See. 2, CPR 17 
Exempting sales of vet eum gas between Gas Distributors 
Inc. and Automatic Gas Co umbus, Inc from ceilings 

Other OPS letter order actic cluded 
ou -» Marshfield M L-13 to Sec 20 

2.5 for barrel lot sales of 


CPR 63 
Setting ceiling Conoco Super 


Motor Ol" to retall dealers 
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Mydre@ame Gas (o., Minneapolie——L-117 to Bee. 11, CPR 17-—ERe 
tablishing these ceilings for tank wagon eales of liquefied petroleum 
gas from company's Austin and Faribault, Minn. plants: heating, in 
1,000 gal. tank, 15.15¢ per gal. and in 500 gal. tank, 15.65¢ per gal 
ecarburetion, 14.15¢ per gal cooking and water heating in 100 gal 
tank, 22.75e per gal A 2c per gal. carrying charge was allowed for 
all categories, provided a 2c per gal. discount is granted if invoice is 
paid within 30 days 

jumble Of & Refining Co., Houston--L-118 to See 28. CPR 17 
Setting ceiling price of 10.25¢ per gal. for JP-4 jet fuel, FOB Baytown 
refinery and denying requested ceiling of 10.Tle 

Glebe Of & Refining Co., Chicago L-119 to CPR 17-—-Pixing 
ceiling price of 11.5¢ per gal. for JP-4 jet fuel FOB Lemont, Ill, re 
finery and denying requested 12.30¢ per gal. ceiling 

The Texas (Co.--L-120 to Sec. 13, CPR 17-—Denying company's pro 
posed shifting of a Parr, 8. C., consumer purchaser from a delivered-at 
destination basis to an FOB Chariestton, 8. C., shipping point price basis 
in sale of ‘Texaco 445 Diesel Chief’’ Diesel fuel. OPS said that shifts 
“of this nature violate the purpose of the regulation, which is to es 
tablish equitable prices based on normal marketing practices in the 
area."’ 


Imperial Ups Heating, Diesel Oil Prices 


TORONTO--A general increase ranging up to 2c per 
gal. in prices for heating and Diesel oils in prairie prov- 
inces was announced Dec. 18 by Imperial Oil Ltd., effec- 
tive Dec. 17. 

Imperial’s prices were advanced 0.5c at Winnipeg, Man- 
itoba; 1.5c in Regina, Saskatchewan; and 1.5c and 2c, 
respectively, in Edmonton and Calgary, Alberta. Prices 
at other points throughout the prairie provinces were 
“adjusted to reflect the increase in price at refinery points 
and current transportation costs,” the company said. 


Oil Price Index Unchanged 


ASHINGTON—Bureau of Labor Statistics’ whole- 
sale oil price index was unchanged for week ended Dec. 
10 from preceding week, based on Platt’s Oilgram quo- 
tations. Current index (also representing week ended Dec. 
3) is shown below in comparison with carresponding 
week a year ago (1947 equals 100) 

Dee, 11 
1950 
Crude and products 
Crude 
ined products 
Gasoline 
Kerosine 
Distiliate fu 
Residual 
Lubricating 
Natural gasoline 
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FORMER LEADERS REWWARDED—Perhaps never again will all seven of these former national chairmen of the Oil Industry TBA 


assemble in one spot. In a presentation ceremony on the platform of the St. Louis convention each received a Certificate of 
Distinguished Service followed by a more tangible reward, which for the most of them took the form of a wrist watch Left to 
right: S. B. Heideman, Aclantic Refining Co.; F. M. Rider, Lion Oil Co.; FE. G. Hirleman, Cities Service Oil Co.; G. L. Switzer, Shell 


Oil Co., Inc; Charles A. Johnson, Ohio Oil Co.; W. R. Chamberlain, Socony-Vacuum; A. N. Haenggi, Cities Service 


Oil-TBA Convention Told: 


ig TBA Demand Knocking on Oil Marketer's Door 


By FRANK ©, STURTEVANT ments. In this same connection it was pointed out that 
TBA Editor more and more of the TBA market will consist of post- 
war cars, where there is more of an incentive for the 
ST. LOUIS -A healthy demand for TBA merchandise is owners to keep them in good condition 
the outlook for 1952, a wding to the speakers who ad A high level of general prosperity was forecast by a 


dreased the annual Oil Industry TBA convention held here 
Te -4. Similar convictions were expressed by a ma- 
f the oil men in formal conversations 
At the same time a much improved supply situation 
(in tires particularly) will set the stage for a competitive 
battle which will demand better and more aggressive 
salesmanship. A cross section of mvention opinion re 
vealed this summary 
1. Replacement tire sales may increase as much 
as 25 with plenty of tires to fill a demand estimat 
ed at 56,800,000 tires, as compared with an expected 
15.000,000 for this year truck and passenger com 
bined) 
2. Replacement battery sales should be up by 20 
over 1951, to a high of 25,000,000, if lead is available 
» make them 
Demand for other TBA goods will also rise in 
step with increased motor vehicle registrations, and 
average miles traveled 
One speaker implied that order backlogs might soon 
be a thing of the past, when he said that the tire indus 
try is getting closer to a position of “immediate delivery 
adding the significant statement “this always means that 
a selling job has to be done 
Several speakers pointed out that the record automobile 
production of 1950 will have been on the road two years 
by 1952, and by that time will be coming into the mar 
ket for new tires, new batteries, and other TBA replace 
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number of speakers for 1952. Industrial production wil 
be greater than ever, one speaker asserted. “It should 
mean more people with jobs, incomes will be larger than 
ever, and people will spend more money than in any past 
period 

Among other things contributing to a larger TBA 
market, is the 14.5% increase in population during the 
past decade, accompanied by an accelerated rise in the 
number of new families resulting from a high marriage 
rate At the same time a general shift of this larger 
population into suburban areas “plays right into the 
hands” of the service station operator 

Along a similar line, a comment was made that all of 
these trends “spell an expanding market for TBA Ac- 
cording to one speaker the objective might well be to 
double the TBA volume now handled by service stations 
on the grounds that the business is there for anyone who 
wants to go after it. In fact, it was predicted that oil 
companies which fail to give TBA its proper place in 
the over-all selling program, are going to fall behind in 
petroleum marketing as well 

The total of 435 persons who registered for the TBA 
convention strained the facilities of the Chase. Park 
Plaza and Forest Park hotels, and led the suppliers’ group 
in a post-convention session, to consider whether it might 
become necessary next year to place some limit on the 
number of men assigned to the convention by each of the 
participating manufacturers 
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important increases were experienced 


U.S. Population Shifts Make Motorist percentagewise, but since population 


is sparse in those areas even large 


Look for ‘One-Stop’ Service Stations ey eek nied as ae 


More and more 
logical outlet” for TBA sales, C. F. McGoughran, vic« 
president of Sinclair Refining Co., New York, told the 25 


very increase in actual 
numbers of people 

Arizona, with an increase of more 
than 50%, led the mountain states 
although Nevada, Utah and New 
Mexico all had gains of more than 


the service station will become the 


Oil Industry TBA Group meeting in St. Louis. His analysis Anyone who has visited Washing- 


U. 8. populat 


need for me 


speech follows 


By C. F. MeGOUGHRAN 
Viee President 
Sinclair Refining Co. 


Anyone who gives heed to the popi 
m movements and, particularly 
decentralization of urban con 
munities that has been taking place 
must be profoundly impressed, not 
only by the extent of this movement 
and its impact upon retailing, but 
by the magnitude of the potentiali- 
ties that it has opened up in the 
whole retail field 
The 1950 Census of Population 
gives suppliers a new look at their 
customers——the first one in 10 years 
The census indicates clearly that mar 
kets are changing progressively 
Some changes which have oc- 
curred since 1940 are these 
1. There are 19,000,000 more 
people 
2. There have been approx- 
imately 17,500,000 marriages 
(new families) 
3. California has had a 53% in- 
crease in population, which, in 
numbers, equals one-fifth of the 
gain for the entire country. The 
Pacific and Mountain States 
have had a 33% gain in popu- 
lation, and many other sections 
of the country have been affect- 
ed significantly 
4. There are a million more 
youngsters ready for the first 
grade than there were in 1940 
Historically, the West has always 
benefited by population movements 
and it maintained its usual first po- 
sition, reflecting a growth of 40.9% 
The southern geographical area was 
a close runner-up 

Perhaps it will startle you to learn 
that in the case of the South, despite 
its heavy natural increase in popu- 
lation, there was experienced a net 
outward migration of nearly 2,500,- 
000 people. The State of Florida is 
a general exception to the condition 
prevailing in the South with respect 
to population movement, for that 
state has registered a very substan- 
tial increase, sufficient to surpass 
all its neighboring states, with a 
population gain of 46.1%. It is in 
third position in the entire United 
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m growth and decentralization stressed ton, D. C.. in recent years hardly 


stop” stations. A partia) text of his needs to be reminded that there has 
been a tremendous population move- 
ment into the District of Columbia 
and nearby Maryland and Virginia 
Already a fairly heavy population 
center, this general area averages 
yut somewhere in the neighborhood 
f a 20% increase 


States. This gain reflects the in 
ward movement of year round resi 
dents, annuitants, retired people, and 
a very considerable expansion of gen- It is worthy of more than passing 
eral business activity in that se« interest to point out that Arkansas 
tion Mississippi, Oklahoma and North Da 
In the case of the West there was kota suffered actual losses in net 
a net inward movement of 3,500,000 population 
people. As I pointed out, California The question arises as to how 
had a terrific population increase of states with large established popula 
53° while Washington and Oregon tion bases fared populationwise. Quite 
also showed important increases. In naturally it is to be expected that 
the entire Rocky Mountain region percentage figures in the case of 


Migs ats 


od r 
Rtn in a 





NEW OFFICERS of the Oi! Industry TBA Group are, standing, left to right: W. R 

Kelly, Sinclair Refining Co., New York, eastern regional chairman; Art Sweet, Humble 

Oil & Refining Co., Houston, Midwest regional chairman; W. J. Matson, Tide Water 

Associated Oil Co., San Francisco, West Coast chairman. Seated, left to right: E. L. 

Arnold, Standard Oil Co., (Ohio) national secretary; C. W. Henking, Pure Oil Co., 

Chicago, national chairman; W. M. Schmitt, Sun Oil Co., Philadelphia, national vice 
chairman 
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FARLY ARRIVALS at the Chase Hotel, St. Louis, for the Oil Industry TBA Conven 
tion are, left to right: Dean Howe and Jj. D. Hershey, of Dayton Rubber Co.; Frank 
Chambers and Charles Cornell, Technical Rubber Co., Johnstown, Ohio 


SPEAKER CHATS WITH TBA MEN—An interlude in the Firestone headquarters 

ac the Chase hotel, left to right: J). A. Addison, head of Firestone’s petroleum sales 

department; W. J. Wixson, Mid-Continent Petroleum Corp., Tulsa; L. R. Jackson, Fire 

stone president; W. M. Schmitt, Sun Oil Co., Philadelphia; Lee Raymond, Texas Co., 
Chicago 


e a | 


AT KICK-OFF TIME, promptly at 9:30 a. m. Monday, Dec. 4, these four men were 


first to appear at the meeting hall of the Oil Industry TBA Convention 


Left wo right 
New York 


Purolator Products Corp., 


R. H. Crom, Esso Standard Oil Co Switver, Shell Oil Co., 
Inc, New York; Carlos D. Kelly, Rahway, N. ]., who 


spoke co the convention; and Edwin Mort, also of Esso Standard Oil 


George I 
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these states would be considerably 
smaller than in the case of more 
sparsely populated sections, but statcs 
such as Illinois, Indiana, Michigan 
Ohio and Wisconsin reflected very 
important gains in total numbers of 
population regardless of percentage 
figures. This means, of course, that 
such states will have a featured posi- 
tion on any properly organized mar 
keting map 

These changes in population char 
acteristics and locations have great 
significance to the supplier who is 
making plans to sell his products 
In the oil business we see its effect 
in the rapid building of new service 
stations in areas that just a few 
years ago were considered of mar 
ginal economic importance 

Decentralization._.The growth f 
suburban communities surrounding 
central cities has been a national 
characteristi World War I 
Technological improvements really 
hit their stride during the Twenties 
and have resulted in new patterns of 
life, higher standards of living, and 
new methods of doing business 


since 


For the last four decades, that part 

the metropolitan area lying out- 
side a given central city has grown 
at an increasingly faster rate than 
has the central city itself. From 
1900 to 1910 there was an almost 
equal rate of growth in central cities 
and their suburban territories—with 
central cities gaining slightly more 
But in the World War I decade, that 
relationship began to change, and 
the new neighborhoods increased a 
little faster than the older cities 
During the Twenties, suburban popu- 
lation increased nearly twice as fast 
as in main centers. Over the sub- 
sequent ten years (1930-1940) the 
ratio approached three to one in 
favor of surrounding areas. The mi- 
gration process continued right 
through World War II and succeed- 
ing years Suburban communities 
grew nearly three and one-half times 
as fast as their central cities dur 
ing the decade 1940-1950 


This development of new trading 
areas and new residential communi- 
ties on the outer fringe of large ur- 
ban communities has been practically 
a universal] trend. One may go down 
the list--Washington, Philadelphia 
Baltimore, Atlanta, Chicago, Louis- 
ville, Los Angeles, San Diego, New 
Orleans, Houston, Dallas, Denver and 
practically any other city of more 
than 50,000 population. The flow 
of population into the suburbs is one 
of the most striking national] devel- 
opments of the last few decades and 
n practically every case suburban 
levelopment has exceeded that of 
the central cities to which the sub 
urban development is contiguous 


Economic Consequences The 
changing composition of urban devel- 
opment has brought with it a new 
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A Division of 
The 8. F. Goodrich Compeny 


serving the oil industry 


More and more oil companies are enjoy- 
ing extra profits from TBA. They know 
that service stations are the “natural” 
places for Mr. Motorist to shop for tires 
and other autormotive needs. Two great 
tire manufacturing divisions specializing 
in serving these petroleum outlets are the 
Hood Rubber Company and the Miller 
Rubber Company. Both are supported by 
a specialized department which is keyed 
to oil company merchandising methods. 
For complete franchise details, write Dept. 
HM-12, Hood Rubber Co., Akron, Ohio, 
or Miller Rubber Co., Akron, Ohio. 


MILLER 


Geared to the febad TIRES 


The 8. F. Geoedrich Company 
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USSION by 


P. « 


Richfield Oil € orm 


OIL MEN ex« 
nun |. Cristy, ¢ 
Flmborg, K 


TEXAS GREETS OHIO at 


Hugh 
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K 


Harris, 
jobber of 


the Sc 


Sunday arrivals, left to right: Kenneth B. Woyame, 


Evans, A. Schraders Sons, Brooklyn, N. Y.: George 


Los Angeles; FE. H. McClure, also 


of Schraders 


hange comments on the TBA convention program 
risty Chemical Co., Worcester, Mass.; J. L. Detrich 
El Dorado, Kans.; and F. M. Rider, Lion Oil Co., 


El Dorado, Ark 


Louis convention, left to right: ¢ 


Cosden Petroleum Co., Big Springs, Tex.; J. M 


Amarillo, 


Tex.; 


and Mel Marsh, Standard Oil Co 


W. Smith, and 
Simpson, Cosden 
(Ohio) 


approach to retail marketing. De- 
centralization of shopping facilities 
has followed quite logically the cen 
tral city-suburb shift. The automo- 
bile has been a most important in 
fluence not only in shaping the 
yurse toward this decentralization 
but also in establishing new methods 
of retailing. Traff and parking 
problems have become 8 acute ir 
the high-rent downtown districts 
many department and specialty st 


have opened large branches in 
irban shoppir enters, wher 


mers convenient and free 
space in which to leave their cars 
Parking s have become essential 

ts t *v od super markets 
and to the man department store 
ty shops The 
trend has been accentuated by the 


Pranches and pec al 


building of large shopping centers 
which group different kinds of stores 
around convenient parking areas in 
nany suburban and yutlying dis 
tricts As a consequence of this 
trend purchases are concentrate 

large quantities at each trip 

highly significant fact to 

tailer 


Suppliers seeking ymplete 

age of distribution outlets have had 
to revise their sales planning. For 
me thing, suppliers are finding a dif 
ferent and oftentimes a larger mar 
ket. There are any number of exan 

ples such as the eff f the sub 
irban movement « he demand f 

1utomobiles..a car is much more a 
necessity in an outlying community 
than in town. Another example is 
the demand for a different type of 
clothing needed by the suburbanite 
as compared with the ity dweller 

At the same time, wider markets are 
being created for gardening supplies 
portable outdoor furniture, barbecue 


equipment and similar items uncon 


mon to the ty dweller. It is per 

fectly obvious, in the case of the 
service station, that a whole new 
narket beckons These and many 
ther changes in demand patterns 


are a dire result of the population 


shifts under discussion 


The Farmer— in ms t the 
buying habits and tastes of the farn 
er and the rural consumer are 
now just about same as those 
who live n urban areas. In fact 
many of » stores in rural areas 
and small towns have assumed the 
same store pattern as those in large 
urban areas. Today farmers can pur- 
hase in their own communities al- 
most any item for the family now 
available to the large city dweller 
This situation has come about through 
good roads, greater use of automo 
biles by farmers, and the fact that 
advertising by newspaper, magazine 
radio, and television has made pur- 
chase preferences universally the 
same. Here again is a golden oppor- 
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REWARD FOR SERVICE 


newly elected national chairman C. W 


Chicago 


tunity for the service station to sup- 
ply the farmer's TBA needs, and 
wean him from his traditional sup- 
ply sources 

A byproduct of all these population 
shifts is the general acceptance on 
the part of the public of the one- 
stop retail market. One has only to 
study the tremendous growth of the 
super market to evaluate the extent 
to which the one-stop idea dominates 
retail marketing today. One thinks 
of a super market as a glorified gro- 
cery store, but to do so is to under- 
est'mate materially the scope of this 
type of retailing. In the peripheral 
areas of many large ymmunities 
today super markets deal not only 
in foodstuffs, but in all manner of 
household appliances, kitchenwares 
china, silver, rugs, furniture, draper- 
es, and even wearing apparel In 
still other communities the 
lea takes a somewhat different forn 
in that 
covering the whole gamut of 3e- 
hold needs, are clustered in a so 
alled shopping where the 
prospective shopper may park his car 


yne-stop 


groups of specialty shops 


nt 
enter 


without difficult and browse fron 


shop to shop to satisfy needs 

Whatever form the one-stop idea 
may take, it is in effect a manifesta- 
tion of the shopper's desire to avoid 
the traffic hazards, lack of parking 
facilities, loss of time, and other in- 
mveniences and discomforts asso- 
ciated with traditional in-town shop- 
ping 

The competitive drive for locations 
in such communities has been in 
tensified to the point that frequently 
service station rentals have been 
driven up to uneconomical leveis 
However, the real significance of 
these factors in so far as TBA is 
concerned is the simple fact that a 
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Retiring national chairman of the 
Oil Industry TBA Group, S. J. Heideman, (left) Atlantic Re- 
fining Co., Philadelphia, is presented with a wrist watch by 
Henking, Pure Oil Co., 


ATTENDING the Oil Industry TBA convention in St. Louis, 
Dec. 3-4, were, left to right: Carlos D. Kelly; Bill Abeles; and 


as new head of 


National Battery 


whole new marketing world has been 
opened up for the service station 
operator. The decentralized shopping 
communities are much less likely to 
support specialty tire shops than they 
are to support a well managed serv- 
ice station handling the full TBA in- 
ventory, and thus this new trend in 
retail marketing plays right into the 
hands of an astute service station 
yperator. He has the advantages of 
convenient location, parking facilities 
and an accepted philosophy on the 
part of the prospective purchaser 
arising out of the one-stop idea. More 
than that, the motorist is already 
his customer for lubricants 
etc 

Studies indicate that the motorist 
alls at the service station approx- 
imately 62 times each year for gaso- 
line. That is just 62 opportunities 
for the service station salesman to 
acquire extra profits in the form of 
TBA sales. If you want to put it 
another way, it is 62 opportunities 
to win the confidence of the gasoline 
buyer in order to sell him his full 
requirements of TBA extra profit 
nerchandise as his need arises. The 
service station operator is in a high- 
ly preferred position to cultivate the 
prospect as the latter comes into 
his station from time to time for 
gasoline and lubricating services and 
to convey an understanding that he 
has a very definite interest in the 
motorist’s requirements of those serv- 
ices and products which the motorist 
may require occasionally and which 
come under the general heading of 
TBA 

The service station operator han- 
dling TBA may capitalize on a seed 
that has already been planted by 
the super market type of retailing 
I refer to impulse buying. By that 


fuels, 


Jim Lightburn, all of Purolator. Mr 


other members of the 


Lightburn was chosen 
Suppliers’ Committee for next year, the 
committee being Norman Farsjie, Gould 
St. Paul, Minn.; and Herbert D. Smith, 
Rubber Co., New York 


I mean buying resulting from the 
proper display of merchandise so that 
associated items are laid out before 
the prospective purchaser for his se 
lection and possible purchase. One 
may borrow a page from the Re 
tailer’s Bible. In the case of men's 
furnishings, the shirt is displayed with 
a necktie, cufflinks and handkerchief 
A women's hat is displayed with 
a pair of gloves, a scarf and match 
ing handbag 

Looking down the road it does 
seem to me that more and more the 
service station will become the logi 
cal outlet for TBA- that the historic 
problem of doing a better 
training our retail personnel cuts 
squarely across the whole future of 
TBA It is a foregone conclusion 
that the field personnel of many oil 
companies will mtinue to under 
estimate the potential market for 
TBA at service station level and, by 
the same token, many service station 
dealers will continue to underestimate 
and neglect the extra profits they 
can ring up in their individual cash 
registers—-in both instances because 
the light has not yet dawned and 
thus, there 
tremendous 


job of 


remains to be done 4 
educational job at all 
levels 

The service station as a local com- 
munity institution has inherent ad- 
vantages for the marketing of TBA 
and the return of a normal economy 
will witness competitive pressures on 
gasoline prices at the retail level 
that will make mandatory the de- 
velopment of extra profit business 
at the retail level, and that means 
largely increasing throughput of TBA 
products 

It is estimated that the average 
age of automobiles now in use is 
8% years. That translates directly 
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STAFF GATHERINGS were common at the Oil Industry TBA convention 
together, left w right: L. B. Maness, Kansas City 


: 


Here, the district men of Trico Products Corp., line up 
Gus Bisplingoff, St. Louis; Woodie Brewster, Dallas; Edward Sullivan, New 


York; Frank Chambers, Chicago; and Russell 8. Garrick, merc handising manager, Buffalo, N. Y 


nto opportunities for TBA business 
With the tire market 
alone, estimated at about 60,000,000 
nits, and with the established fact 
that half of these tires, as well as 
half of the batteries and other ac 
easory items that go along with 
them, are sold through the service 


station, there is a pretty fair estimate 


replacement 


that sales of tires, batteries and a 
essories at the service station will 
add up to $1,.250.000,000 this 
year and |t 8 more than one-fifth 
f the total ' im of service station 
business ” is a fact worthy of 
the attent narketing ex 
ecutive and f very service station 
operator 

From my po f view I find great 
en uragement in the active fun 
There 


ming of y it rganization 


are difficult days aheaddays with 
problems that will 


hallenge the best 
ingenuity of the beast minds in this 
business, By y structive plan 
t exchange of 
onstructive information, you can d 


ning and your 


much to shape the pattern of the 
TBA future, I mend to your 
sideration a | f distribut 
costs, dealer training, sales prom 
tion and servicing procedures. One 
should remember that trading areas 
are not static; that constant change 
makes a very fluid problem for the 
marketer and thereby constitutes a 
permanent challenge to his ingenuity 
A better understanding and appli- 
ation of these several factors car- 
ries with it the answers to the prin- 
pal problems that will confront you 
in the days ahead 
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More Vehicles on Road Should Keep 
Replacement Battery Demand Healthy 


The battery market will be good in years ahead, de 
spite manufacturers’ improvements that have increased 
battery life, H. G. Barnes, vice president of Gould Na- 
tional Batteries, Inc., told the Oil Industry TBA Group 
in St. Louis Dec 3-4 He stressed growing 
population as a major factor in keeping 


wing is a partial text of Mr 


aemand 


3arnes’ address 


By H. G. BARNES eur country must 
Vice President lep pon from abroad. This sup 
Gould National Batteries Inc. ply to be 
a third of t requirements 
Most forecasters came up a year The battery 1 k f 
ago with a demand figure of be well 
twee 23 and 24 


represents about 


ry 1952 was 
yvered in a forecast by C. W 
Henking, Pure Oil Co., in a talk be- 
battery units for this year. It fore the Assn. of American Battery 
ws to you that the industry Manufacturers, in Chicago last month 
cely ship 21 millon units for (November), in which he 


million replace 


projected 
s that. A good dea a market next year for 25,000,000 

error in forecasting can be replacement batteries. He arrived at 

to the fact that the demand sim this figure by 


averaging the esti- 
ply was not there until late in the 


four large battery produc- 
year lue partly in my opinion t 7 of which 
the pre-buying done in 1950 I 

In other words I think part of the 
23 million-odd units sold in calendar However, there are 
1950 belonged in 1951. But part of for some time, some things happen 
the lack of shipments must also be ing that in my 
attributed to the failure of the sup t 


of 
my company was one 
go along with Mr. Henking’s 25 
000,000 estimate 


and have been 


pinion are going 
» affect the storage battery mar- 
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"Dad, lmSalDon 
Zz. Dayton Thorobreds 


. it—<_eo 
M, dad, Julius, got his Dayton franchise Deyten Distributor 
nearly 20 years ago,” reports Bernie Ceazan, distributor ‘* —— 
for Dayton Thorobred Tires in Los Angeles, San Francisco, 
and San Diego, “and that marked the beginning of a 
tremendous growth in his business. It didn’t take me long, 
after joining his company, to learn why, either. You see, 
we do an exclusive wholesale business, and Dayton’s 
complete line of Thorobred truck and passenger car tires 
has been a big factor in helping us build and retain a large, 
successful dealer organization. Dayton tires have always 
been a favorite of leading truck operators — and discrim- 
inating passenger car owners, too — because of their top 
quality, longer life and greater safety. Believe me — like 
dad, I’m sold on selling Dayton Thorobreds!” 


Dayton 
Thorobred 


A edworne 


DAYTON DISTRIBUTORS APPRECIATE AND VALUE 
the Dayton Franchise and the Dayton complete line of Thorobreds 
because (1) they guarantee them top-quality products, backed 
by Dayton’s reputation for customer satisfaction, and (2) they're 
fortified with a progressive merchandising program which in- 
cludes the most liberal local cooperative ad plan in the industry, 
trade journal and national advertising, specialized promotions, 
point-of-sale tools, direct mail, etc. Investigate the profit-possibil- 
ities of a Dayton Franchise today by writing to Dayton Rubber 
Company, Dayton 1, Ohio. 


| Dayton Rubber 


A COMPLETE LINE OF PASSENGER AND TRUCK TIRES—EVERY ONE A THOROBRED! 
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IN A CORNER of the Chase Hotel lobby, before the TBA convention opened, left to right: Warren Wheary, Schneider Metal Manu 


facturing Co., Chicago; I 


Oil Co., 


ket in a variety of ways. First, is 
mprovements in the battery itself 
I expect that when people think 

there has been no improvement in 
batteries, they are thinking in terms 
f fundamental changes such as have 
taken place between the steam loco 
notive and the newer Diesels. The 
basic method of storing chemical en 
ergy developed by Plante in 1859 is 
still the pattern followed today. Nev 
ertheless there have been many 
hanges which have at least kept 
ace with the increase in efficiency 

the automobile 

Now you might say that generator 
utput has kept pace with the rur 
ling load, but the increase in traf 
nditions with more towns and 

stop lights probably 
threefold increase in battery stand 


represents a 


by requirements. Since there has bee 
rating, it ia evident that batteri« 
nany natances are at times 
lischarged today than a any 
previous time 


miy a amall increase in the “) he 


nearly 


One wonders also how the ever 
nereasingly larger engines an be 
started. This is explained by the 
hange over the vears from SAE 30 
20 to 20W to 10W and even to 
SW lubricating oils. The lower vi 
osity of the ila of urse pr 
asier cranking 
Today I think you will agree 
he life of batteries with reasons 
are can be at least two year It 
vas thought the advent of the v 
egulator would increase this lif 
erially, but this seemed to have 
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H. Cain, Shell Oil Co., Inc., New York; E. L. McGarvy, Ohio Oil Co., Indianapolis; J. € 
Findlay; W. H. Hatcher, Ford Motor Co 


nullified by placing the batteries un 
ler the hoods of the cars where they 
are subjected to higher temperatures 
This in turn was offset by the avail- 
ability for watering 

Manufacturers’ Improvements I 
hope you can explain to the next 
person who questions any improve- 
ment in batteries that in about the 
same physical space and weight the 
manufacturers have increased the 
starting characteristics at least 300°, 
have improved the life in spite of in 
creased work, have increased the r 
liability and decreased its cost about 
65 

There have been improvements in 
almost all phases of the construction 

The impact of these recent im 
rovements will be swift, and I be 
lieve have a decided effect on our 


busines l 


These improvements coupl 
with constant educational efforts to 
ward proper handling of batteries in 
the field that is being sponsored by 
both manufacturers and marketers 
vill shortly increase the useful lif 
f batteries so that the replacement 
factor, instead of being what it pres 
ently is, about 50%, will go to 

n the next few years. Saying it an 
ther way, the life of the average 
battery will be about 
stead of 24 months 


30 months in 


This will naturally have a very 
significant effect on the replacement 
business of each one of us. Assur 
ng 47,000,000 units of various types 
mm the road today, when we use a re 


lacement factor < about 50 we 


Biteman, Ohio 


come up with 23,500,000 replacement 
batteries, but with a replacement fa 
tor of 40%, this total becomes 18, 
800,000 or a drop of more than 20* 
in the total market, which none of 
is would like, I'm sure 


Compensating Factors—_Is_ there 
anything in sight to nullify this dras- 
tic reduction in our total market” 
Yes, I think there is 

The thing that has thrown most of 
the forecasters has been the rapid in 
crease in the number of families in 
this country. Nothing like it has 
ever happened before in the U. 8S 
and it is this factor that I think will 

fset the decrease in the over-all 

arket that I have mentioned previ 
ously The population, 153,500,000 
now, is expected to rise to 165,700 
000 by 1955 and continue upward to 
179,800,000 by 1960. These are official 
forecasts. New families are being 
formed at a high rate. From 42,800 
000 in 1950 the number of U. S. fam 
lies is expected to rise to 48,000,000 
by 1955 and to 54 million by 1960 

Well, just what is the effect of all 
these new families on the automobile 
business and in turn our replacement 
battery business? 

How big is the automobile market 

More Cars on Road It doesn't 
take statistics to demonstrate the 
high increase in cars on the road 
since the end of the war. Any driver 
who has been caught in the unend 
ing bumper-to-bumper traffic in re 
ent years knows that. But the fig 
ires underlying perpetual highway 
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Top team of the year 
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Skid Protection « Blowout Prevention 
Life Protection 


2 EO RENN. I Rae AOD ae tc at To pgp ale 


Wes all the sales and profit ners in the greatest Inner and Outer 
scores are added up for 1951, there'll Protection ever offered the car owner. 
be nothing in the land to compare They represent the unusual sales and 
with this great winning combination _ profit opportunity that belongs exclu- 
—the U. S. Royal Master and the _ sively to the U. S. Royal Dealer on the 
U. S. Royal Life-tube. They are part- entire U. S. Royal line. 


UNITED STATES RUBBER COMPANY 
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More Sipes... 
More Safety... 
More Sales! 


The Safety Sipe” features 5520 


individual gripping edges and 
sipes . . . each sipe, molded 
not cut into the tread for extra 
wear and ruggedness. 


In normal driving these sipes 
stay shut, molding themselves 
to the road to reduce irregular 
wear. In bad weather they 
open when the brakes are ap- 
plied in a unique “locking ac- 
tion.” Actually, the sipes push 
snow, rain, mud, sleet in front 
of them... literally clear a path 
that gives the tread dry-road 
action ... resists skidding . 
assures greater safety for the 
driver, more sales for you 


NORWALK 


NATIONAL PETROLEUM NE 











OFFERS YOU NEW 
OPPORTUNITIES 


Premium Protection at Regular Price! 
A Great New Tire and a Grand Old Name 
Combine to Give You More Sales and Profits 


Here’s the tire you and your customers 
have always wanted! A rugged, long-wear- 
ing, safer tire ...a tire specifically engi- 
neered to deliver greater safety but at no 
extra cost! 

Behind this great new “Safety Sipe” stands 
an organization that offers you these five 


big selling advantages: 


1. Resources . . . The facilities and 
financial stability of one of the largest tire 
manufacturers in the U.S. with four mod- 
ern plants at West Haven and Norwalk, 
Conn., Des Moines. lowa and Natchez, 
Mississippi. 


2. Research...A continuing program of 
tire development and improvement by out- 


standing research chemists and engineers. 


3. Performance... Pre-tested perform- 
ance by one of the largest and most 


modern test fleets in the business. 


4. Complete Line . . . Passenger and 


truck tires to meet every demand. 


~— ~ 
5. Guarantee...An unconditional guar- 
antee without “strings” or reservations to 


protect against any and all road hazards. 


This Norwalk merchandising program is 


tailor-made and specifically directed to large 


petroleum marketers. 


Write today to: 


THE ARMSTRONG - NORWALK 
RUBBER CORPORATION 


Norwalk, Connecticut 
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INDIVIDUAL TBA ORDERS are stacked on warehouse floor to conform with truck cargo space dimensions. Note trailer inside 


warehouse in background 


‘Clinical’ Study of TBA Operations Each mail brought additional require- 


ments for a non-existent delivery sys- 


° ° . tem, and the personal visits of dealers 

Slices Warehousing, Delivery Costs in the area added further to the dif- 

ficulties. The tank trucks were de- 

corated like Christmas trees when 

they left the plant with a gasoline 

load for some particular section of 

How Sun Oil Co, increased efficiency and cut costs in the territory. The maintenance trucks 

rBA delivery to service stations following World War were stripped of parts and tools to 

provide room for tires and chemicals 

The salesmen's cars became travel- 

ing storehouses. And any trip by 

an office man to the post office be- 

came a major safari with parcel post 
packages 


Il was told in a talk by J. B. Plumb, Sun's sales co- 
ordinator, at the annual meeting of the Oil Industry 
rBA Group in St. Louis, Dec. 3-4 Following is the 
complete text of Mr. Plumb’s address ‘Operations 

rRA 


I am quite sure that the observa 
tion that our service on deliveries was 
not adequate can be rightfully con 


By J. B. PLUMB course had never been built for any strued as a masterpiece of under- 


Sales Co-ordinator such physical requirement Deliv statement 
Sun Oi Co. eries, too, were becoming a serious Action Needed—Our motor trans- 
problem in that delivery facilities portation department was pressed, or 
Immed ly following the Japan at all these plants consisted almost heckled, or sold, or ordered, into the 
ese surrender found ourselves with heir entirety of tank trucks, main- breach with the demand that this 
a growing TBA business throughout tenance trucks, pick-up wagons and problem be cured at least within the 
the territory occupying a rather | similar vehicles designed exclusively next forty-eight hours. By this time 
minent place n the efforts f i for the petroleum business any operating division or any operat- 
salesmen and a st more | t r The orders for material funneled in- ing man was fully convinced that the 
place in the physical limitat s of to the bulk plant offices in every con BA department had brought into our 
our gasoline bulk ants ly eivable manner Some were tele- otherwise well organized operating 
we were carrying stock in well r honed in by the dealers and others system a complete family of wild 
70 of these bulk plan ik f were telephoned in by the salesmen squirrels, each equipped with a buzz 
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BATTERY DIVISION 


GLOBE-UNION INC. 


Atlante, Go 
Boston, Moss 
Cincinnati, Ohio 
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Engineered Products for Industry 
MILWAUKEE 1, WISCONSIN 


.— = 
FACTORIES SITUATED ATt——— 
Dailies, Texos Los Angeles, Calif Oregon City, Ore. 
Emporice, Kons Memphis, Terr Philadetphic, Pa. 
Hastings-on Hudson, N.Y Minerol Ridge, Ohio § Reidsville, N.C, 


NATIONWIDE 
PRODUCTION 


with 
regional economy 


Strategically placed near major 
markets, 13 Globe-Union factories 
are devoted to battery production. 
They offer to quantity distributors 
and manufacturers important 
transportation economies and fast- 
er service. Operating with identical 
methods and standards they also 
provide products which are reliably 
alike . . . dependably uniform in 
“spinning power,” split-second 
starting and longer life. 
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TBA ASSEMBLY LINE ends with stacking on pallet roller, used in loading trucks at 


tail-gate level 


saw, and turned them loose Motor rule 
transport decided that some other 


business could probably lead them 


with very few exceptions. The 
poor souls involved in the handling 
of our industrial oils, jobbing oils and 
nto the solution far better than could other petroleum products were given 
our own industry, and particularly considerable doses of sales talk on the 
our own unit of the oil industry. They advantages of storing their products 
carefully studied the package delivery yuut on the driveways and parking 
service which had sprung into prom lots. Our once useful and well-kept 
inence in the metropolitan areas, as garages were now needed for the new 
well as other methods that requirements of TBA, and our hard 
years built up a reputation working motor mechanics and mair 


delivery 
had for 
r service 


} 


From these studies was developed 
uur first attempt at a TBA truck 
which took the form of a combina 
tion bread wagon and department 
store delivery job. Actually, we went 
step vehick 
where the driver stood up to 


*) far aa to use the low 
irive n 
wder to increase the speed of a great 
number of small 
single trip 
such @ 


leliveries made in a 
Naturally the range of 
vehicle was limited, and we 
infortunately reversed the trend that 
had been prevalent for some time in 
the gasoline end of ir transportation 
vyaten The tank trucks had beer 
stepped up to reach out farther and 
farther in the rin f 

rBA 


was restricted to 


while the first 


nh area The res Uurse 
not Il that we ght have expect 
i this veh 


we first introduce 


Bulk 


najor 


Plant 
catastrophe fron 
point of the 
aiding of new lines and the 


Problem Our 
tnx star 


operating man was the 


chang 
f old ones in rder to take advai 
tage of the newer developments that 
TBA industry. Bulb 


already bulging 


ccurred in the 
plants that wer: 


a limited wartime stock were literaily 
bursting their seams when the new 
rBA 


Over-st 


jeas of our marking and stacking orders 


troduced 


lepartment w 


king be 
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tenance men were introduced to the 
new game of repairing trucks with 
cold hands and wet backs. The once 
smart appearance of our tank truck 
fleet, which we honestly believed had 
tremendous advertising value, became 
something else under this necessity 
Our night delivery system may have 
had two objectives, although we never 
admitted the second one 


Central Warehouse We had, of 
course, heard of centralized opera- 
tions, and with our plants being what 
they are and new plants costing what 
they do in the New York metro- 
politan area, our first attempt at a 
central stocking plant was made in 
that area by sheer necessity. We 
introduced the new (ie. new to us) 
operation in Newark. The territory 
assigned to this plant included all of 
New York City, upper Long Island, 
Westchester and Nassau Counties, as 
well as all of northern New Jersey 


Our idea was good and our opera- 
tions, once they were put on a reg 
ular working day basis, were excellent 
in comparison with our other efforts 
Were we getting report cards at that 
time we could have gotten at least a 

B” for the operations, but our geog 
raphy would have called for nothing 
better than a big red “F". Our plant 
was on the very perimeter of the ter 
ritory it had to serve. The long hauls 
out into Long Island and Westchester 
County and low pay-haul trucks that 
were required to go through the tun- 
nels and over the bridges in the 
very heart of the greatest traffic 
flow in the United States did not 


FASTER LOADING of TBA trucks is purpose of assembly line method of packaging. 
In right background are X-membered tire pallets, which 


an ) permit floor-to-roof stacking with minimum of 10 tires in contact with each other 
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4 auto: LITE 
SPARK PLUG WIRE 











PLUS nto -LITE 
PRIMARY WIRE 


a 


It will pay you to switch to the Auto- , a 
Lite Wire and Cable Line . . . the com- 
plete line—Steelductor Spark Plug Wire, 2 


Flextrand Primary Wire and Auto-Lite 
Power Line Battery Cable with the new 
Power Line Terminal that holds tight. 


Sign up today with Auto-Lite for the PLUS A LJ fae , L | T E 


best dollar-making merchan- 


dising combination in the in- i BATTE RY CABLE 


dustry. Write directly to som 


— 





- > 
Tue Evecraic Avuro.Lrre Company ; . oo 
Merchandising [ne 


Tolede 1, Ohie Terento, Ontario 
— f 
. 
s a Sy 


The Auto-Lite Wire and Cable Catalog, 
giving complete specifications for every 
automotive vehicle, is available on request. 


BACKED BY THE BEST ADVERTISED NAME IN THE AUTOMOTIVE AFTER MARKET 
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VAN-TYPE TRUCKS carry big TBA loads and cut delivery costs. Warehouse platform, 


built at tail-gate level, permits loading with pallet rollers 


lighten the burden of high 
solve many of our service difficulti« 
outfit 
with new 


costs nor 


In our such experimental 


starts alway 
ther 


sales 


ideas ar: 
points to the 
districts and divisions of the 


used as selling 


department to enlist their aid in ex 
start 
project allowed us 


tending such programs Our 
n this particular 
very little 
managers of the other divisions wer 


scquainted with the 


selling room when the 
results we 

niucing It did, however, bring 
great blessing h e to all 


that was the absolute ne 
te studies fron 


another ntral 


There studies were further ind 
by some very noticeable sympton 
indicating strongly that we mig 
have a aick baby on our hands which 
than the 


the general practitioners 


required more services of 
available at 
each of the areas where we were han 
dling TRA Of cours the major 
‘symptom was very noticeable to our 
top management and can best be 


described as a steadily increasin 


swelling of the cost figures The 
w.cond symptom could best con un 
ler the heading of pains in the dealer 
areas. These symptoms had 
reached the point where we were con 
vinced that they were infectious and 
that some radical cure had to be un 
lertaken 


service 


Study Expanded A discussion 
group was formed, and included in 
its membership was a reprecentative 
of all the single-track-minded groups 
which were involved in the sales and 
operations of the TBA department 
The group included representative re 
gional and district sales managers, a 
regional TBA manager, a regional of- 
fice manager and an operations man 
ager, a merchandising manager and 
a credit manager from the field, as 


7 


well as the general TBA 
the systems and planning 
the marketing ac 


manager 
manager 
manager 
and the co-ordinator from the general 
of fice Each member of this group 
had a stake in the successful solution 
TBA difficulties, and each 
individual had a portion of the re 

sponsibility for making it work profit 

ably 


untirg 


of our 


individual assignments of specifi« 
) be made, as well as the ap 
of ub-committees, result 
a group of reports from there 
sources that formed in themselves an 
excellent 


central stocking point. In this same 


foundation for our second 


group of studies was conclusive evi 
lence that 
motor oil and greases as part of a 


the combining of ased 


rBA problem was an absolute neces 
sity 


‘Test’ 
Island 
our second attempt to properly han 
dle our new problem child. The entire 
six states of New England are the 
territory assigned to our New England 
region and the Providence plant was 
designed to serve the needs of this 
entire region. We were perhaps for- 
tunate in being able to lease the ae- 
sirable warehousing space at almost 
the exact point the studies indicated 
we should locate our plant. One other 
point in our favor was the availability 
of an excellent group of truckers 
service and facilities were in 
direct line with our requirements 


Plant Providence Rhode 
was selected as the site for 


whose 


Providence was our first attempt 
at the clinical use of one plant to 
put into practice and study the ef- 
fects of suggestions, studies, and 
findings that resulted from rather 
frequent meetings of our discussion 
group 


As an example, the storage of tires 
in limited space and our various at- 
tempts at solving this problem by 
means of off the floor racks, palletiz- 


ing, and other methods we had used 
was still a major problem even though 
we had considerably more space thar 
we had ever had before for this pur 
poze. From our combined 
came the X-membered pallet, which 
permits us to store 
floor to the roof, if our fork trucks 
will reach that point, in vertically 
separated corners of the pallet so 
that no more than ten tires are in 
contact with each other. Further- 
more, any of the four corners can be 
unloaded separately, one tire at a 
time if that is necersary. Actually 
this enables us to store 120 tires on 
a floor space measuring 60 x 60 
inches 


liscussior 


tires from th 


Truck Loading..Due to the fact 
that this warehquse was at ground 
level (as were so many of our others) 
we could load to the tail-gate with 
our fork trucks, but we still had to 
move the material forward in the 
truck manually 3y taking this as 
an individual problem we developed 
our pallet rollers which permitted us 
to continue to load the trucks by the 
pallets from front to tailgate with 
yut having to lift the material 


We further developed the fact that 
the trucks going to far distant points 
such as Portland and Springfield 
would, in turn, be unloaded into other 
trucks for actual delivery to the 
dealer, but that our local Boston and 
Providence deliveries could be made 
without unloading and reloading by 
delivering the full load direct to 
dealers 


This, however, required 
loading of the truck so that the first 
stop would not find that particular 
dealer's orders all the way forward 
in the truck Actually, the truck 
should be loaded in reverse order to 
its stops for unloading. By marking 
a section of the floor in exact con 
formance with the truck dimensions 
and using an assembly line method 
for packaging, marking and stackin; 
the orders, we were able to load the 
truck without 
appeared at the plant for picking up 
its cargo. The 
noticeable, to say the 


scientitix 


delay as soon as it 
reduced costs wer 
least 


Costs Apparent— Here for the first 
time we were able to get actual vosts 
since no combination efforts requir 
ing arbitrary allocations of cost wer 
involved. The entire output of this 
plant was either TBA or cased petro- 
leum products. By studying individ 
ual blockades to further efficiencies 
we learned the hard way something 
that we had known for many years 
in the bulk petroleum end of our busi- 
ness, i.e. that bigger orders and thus 
bigger deliveries reduced the costs 
almost in proportion to their increased 
size At once the sales force was 
enlisted in a campaign to increase 
the size of the orders, and a system 
of inventory selling was installed that 
had a tremendous effect on all of 
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our costs, but particularly those of 
accounting and transportation 


As a by-product of this study we 
also learned of the minimum value 
at which we could expect to break 
even on each line of the invoice. By 
stop watch accuracy we were able 
to determine the time and cost of 
handling a single item of each order 
from the time the order was written 
to the time the dealer checked it for 
delivery accuracy 


With a complicated system of in- 
voicing, stock control, physical layout 
of stock in the warehource, proper 
marking, calculation of prices and 
discounts, wrapping in many cares, 
and fitting into an over-all shipment, 
it became apparent that where the 
item did not produce a gross profit 
sufficient to carry such costs we could 
not break even. Thus an order for a 
single fan belt or any other small 
item of many other types that we 
sold could not carry its own weight 
even though it was included in a 
satisfactorily sized order 


To overcome this problem we sug- 
gested to our general TBA depart- 
ment that they study the packaging 
of such items into units that would 
produce sufficient revenue to cover 
their handling, and we have made 
great strides in this direction without 
in any way contributing to dealers’ 
over-stocked_ inventories 


Bookkeeping Costs Cut-——Account- 
ing corts were building up rather 
than going the other way in our drive 
to streamline the operations. Moving 
in on this problem we developed the 
combination order-invoice form, sepa- 
rating the TBA from the petroleum 
products only by their location on the 
form itself. This form was printed 
in duplieating ink, and we required 
our salesmen who prepared the orders 
in their territory to use duplicating 
pencil or ball point pens. Our proc- 
essing clerks in the office followed 
this same procedure, and then by 
means of a duplicating machine we 
were able to provide copies of the 
finished form either as an order or 
a bill of lading or an invoice. I might 
add here that with our need reduced 
at the moment for the data and sta- 
tistics required originally for the 
studies we have outlined, our office 
cost shows the effect and is con- 
tinuing to improve. It remains, how- 
ever, one of the serious problems in 
connection with the TBA business 


Detroit Plant——Many of the things 
we had learned in Providence we 
found could not be ured in other 
places where the conditions could not 
be duplicated. Our next central stock- 
ing plant, in Detroit, was a company 
built: warehouse on the grounds and 
connected to our regular bulk plant 
and terminal located at River Rouge 
We were not so fortunate in our 
ability here to obtain the kind of 
trucking service that had been avail- 
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able to us in Providence, and we were 
required to enter the field of dry 
freight hauling with our own facil- 
ties 

In the interest of saving time and 
without detailing the various steps 
we again applied our gasoline know! 
edge to this problem and found that 
up to certain limits the larger the 
truck, the smaller the eventual coat 
f the delivery. Our van-type trucks 
have been an evolution and have 
themselves created problems that ar 
not yet fully solved. The River Rouge 
built at tail-gate level, did 
permit us to load the trucks sati 
factorily with a fork truck, and, by 
ising hydraulic tail gates, make deli 
ries in practically pallet loads 

our later developments in unload 
ng, however, have not had sufficient 


plant 


Some 


me to indicate their practicabilit 
Stocking at Kefinery The next 
roject with promise of greater re 
lowered 
vas a central stocking plant 


turn in the form of 
refinery Since cased motor 
sented the largest 


Sinigeie n 
freight storage and tra 


uur dry 
portation problems, we had a real of 
portunity of moving this 
lirect from canning plant to the 
lealer's location We started with 
the modest territory aasigned to the 


material 


ales district having its head 
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YEAR ‘ROUND MERCHANDISE 


Selected auto supples You choose whar sells 


‘your kx ation trom hundreds of automotive 


Such as Life, Securcdey Evening Post, Collier's, Look, 
Time, Newsweek plus Television and Radio 


at Marcus Hook, and from that be- 
ginning, with motor oil only, we 
reached into the other abutting sales 
districts 

As our experience added knowledge 
of operating obstacles we solved such 
problems one at a time, without 
making the mistake of getting into 
serious difficulty in either the cost 
area or the dealer service failure. The 
success of our motor oil handling from 
this point and the real gains we were 
able to make in cutting our costs 
also gave us the “know how” to add 
our entire TBA line to this system 
with scarcely a ripple 


tecause of the nature of our com 
pany we, of course, had most 
suppliers’ shipping points within easy 
reach of the refinery. This gave us 
the possibility of going in either of 
two directions 3y planned loading 
and dispatching, we were able to han 
dle full loads of one product, in man) 
cases, of our high-volume TBA 
This reduced the necessity of carry 
ing large tonnage of these 
the mixed loads and permitted more 
space in our vans for the cased motor 
oil. This plant also was strategicaily 
located in the middle of our higher 
distribution concentration 


Truck Relays—The 


means of 


of our 


items 


items in 


possibility of 


h single transportation 


direct from the refinery to the cus 
tomer also permitted us to expand 
from this plant by means of relay 
trucks to whole areas that lay be- 
yond the normal zone that could be 
handled by a single driver. This in- 
volved the rather simple expedient 
(after we discovered how to work it) 
of exchanging an empty van for a 
full one at intermediate points. By 
this time we of course had learned 
that loading and unloading consti- 
tuted a very serious proportion of our 
transportation costs with any mer 
chandise, and the relaying system 
eliminated the doubling of this work 
that had formerly taken place wher 
we stopped the material en route 
the dealer The extension of 
relay system beyond a single changé 
of drivers is merely a f 
studying territories where this meth 
od would produce a cost reduction 


matter 


This further brought to us the re 
alization that one of our basic prin- 
ciples in the handling of bulk petrol 
um products applied equally to this 
type of operation, viz., the greater 
throughput through any facility, the 
lower the fixed charges that applied 


, Certainly our Marcus Hook plant with 


its volume possibilities proved the ac- 
curacy of this principle 


At Marcus Hook we also changed 
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the office system. The accounting 
requirements for both Providence and 
Marcus Hook are the same. You will 
remember that in Providence we in- 
dicated a separate office force was 
created and stationed at the central 
plant, and operating independently of 
any other part of the business, they 
worked only on the storehouse re« 
ords 

In the case of Marcus Hook, we 
spread most of the work into the of 
fices of the districts being served by 
this plant. The Marcus Hook sales 
district took over the responsibility 
of the stock records, and no separate 
office force was created, with the 
exception of a one-man clerical 
quirement for supplies, time cards, 
and other direct operating require- 
ments of the plant and its per- 
sonnel. -Our discussion group is of 
the opinion that sufficient time has 
not yet elapsed for a clear cut un- 
derstanding of which of there two 
systems will prove the most efficient 
and least costly 


Canadian Headache In th: 
while we had acquired a problem in 
our Canadian distribution that re- 
quired immediate attention. Attempt- 
ing to cover territory from Windsor 
to Quebec for TBA, where the tires 
were not handled direct, because of 
an override arrangement, we had 
stocks in four separate locations. It 
was ordinarily impractical to reach 
Ottawa or Quebec from Montreal in 
the same day in which the shipment 
started, and similar conditions pre- 
vailed in the extreme north of the 
Toronto territory and the far western 
sections of the London areas. Since 
most of this territory could be reached 
from Toronto by regular freight lines, 
rail, or mail, in practically the same 
time that we were attempting to move 
individual shipments from our widely 
scattered plants, we brought the en- 
tire inventory into Toronto and han- 
died it with common carrier trans- 
portation operated almost entirely hy 
a one-man traffic manager. The re- 
sulting savings in attending to stock- 
ing, shipping, transporting and ac- 
counting for a multitude of small 
items that were involved in this kind 
of operation has been another indica- 
tion that in volume from one facility 
lies the possibility of our greatest 
efficiency 


mear 


Program Results—We have had 
some interesting by-products accrue 
to us from the work of the discussion 
group, and the changes that we have 
made in the handling of our TBA and 
other dry freight. The elimination of 
these items from our bulk plants has 
definitely increased the efficiency of 
the operation on our gasoline, furnaces 
oil, and other bulk items. The ac- 
counting costs have likewise shown 
the effect of our centralized opera- 
tion, The elimination of the need for 
expanding a large number of our bulk 
plants to accommodate the additional 


ECEMBER 1 


storage requirement of TBA has re- 
sulted in our use of such capital funds 
for other facilities that produce a 
greater return. 

At the very beginning of our work 
it was felt the TBA managers as- 
signed to each region were our key 
men in their own areas. A copy of 
the TBA profit and loss statement 
was made available to cach of them, 
and their responsibilities along cost 
reduction lines were emphasized 
equally with their merchandising re- 
quirements. Once imbued with the 
profit motive, these men became far 
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more interested in all phases of this 
job than we had even hoped for, and 
the unforeseen result of such interest 
was the great value it added to their 
promotional possibilities in the eyes 
of the regional managers and the gen- 
eral sales group. As a matter of fact, 
promotions among these men have 
been so rapid and so satisfactory 
that our general TBA manager is 
often at his wits end to keep the gaps 
in his own ranks filled with the ex- 
acting requirements that have always 
been his 


We are firmly convinced that Oper- 
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ation TBA to date has been good 
training for all branches of our serv- 
ce We are quite convineed that 
whatever success may have been 
achieved has been the recult of some 
really outstanding teamwork among 
the various interests that are involved 
in this undertaking. We are also sur 
that we have just started 
Continuing Study Needed—We have 
reached the point where our doctors 
would like to propose some 
work before attempting very 
additional in the way of surgery 
Certainly no cure can be considered 
as having been accompliched until we 
can provide better distribution at 
lower costs than is possible today 
in the oil industry's handling of TBA 
It would appear to us that this as- 
sembly has tremendous possibilities 
of discovering new and better curative 
methods on this problem if we can, 
by dircussion, single out and attack 


the individual obstacles to a healthier 
business 


clinical 
much 


For instance, what real necessity 
exists in this business for fire engine 
service? What return can there be 
on such service and how much of it 
exists because of a lack of knowledge 
as to its costs? How frequently do 
regularly scheduled, efficiently dis- 
patched deliveries need to be made? 
Is there a difference in such require- 
ments between larger and smaller 
locations? 

And again, could a minimum deliv- 
ery be established either on the basis 
of weight or of sales value, below 
which a nominal fee for such smaller 
deliveries would be charged? And 
again, how effective are direct factory 
shipments on such items as tires and 
batteries, and what methods could 
be used to overcome the difficulties 
that may exist today? 

Once more, what shortcomings exist 
in today’s mechanized facilities for 
handling our type of packaged and 
different sized and multishaped ma- 
terials, and what steps could we take 
to interest manufacturers of such 
equipment in studying our problem? 

These are model or token questions 
and in no way are we attempting to 
indicate that these few items con- 
stitute even a good start on the pos- 
sibilities of discussion items that could 
be used in a clinic 

In our modern times we have de- 
signated our great defenre and mil- 
itary experiments, as well as our ma- 
jor wartime maneuvers under the 
title of Operation This or Operation 
That. And at my age I am beginning 
to notice that it isn’t only the women 
who talk about their operations as 
a major topic of their usual conver- 
sation. In the vitally important area 
of the petroleum industry with which 
you are most closely associated, I 
hope I have been able to arouse your 
interest in TBA Operations as a 
tremendously important part of your 
job 
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Oil Marketers Are Urged to Capitalize 
On Growing Replacement Tire Demand 


The development 


of retail tire sales through service 


stations and future replacement tire demand were dis- 


cussed by Lee 
and Rubber Co 


in an address before 
TBA Group in St. Louis Dec. 4 


Jackson, president of Firestone Tire 
the Oil Industry 
He stressed the need for 


oil company TBA men to take a leading role in training 


their station dealers in TBA selling 
partial text of Mr 


By LEE R. JACKSON 
President 
Firestone Tire and Rubber Co. 


My experience in the TBA business 
is a case of where necessity becam« 
the mother of invention. Ever since 
the beginning of the motor age, the 
tire dealer has been a fundamental 
and essential part of America’s trans- 
portation system The car 
the truck operator and the farmer 
have all regarded him as a valued 
friend and as a convenient provider 
of necessary equipment and service 
And tire manufacturers had always 
depended on him for national 
bution of their products 

This situation continued up to 1926 
when new forms of competition en 
tered the tire distribution field. The 
large mail order houses, which had 
been active in the tire business 
through catalog solicitation only, then 
started a very extensive and far 
reaching retail store program, and 
it was only a short time until tir: 
dealers had a new form of competi- 
tion in every major market in the 
country. With main street locations 
low prices and heavy advertising 
schedules, they made serious inroads 
into the tire dealers’ business 

Tire manufacturers encountered 
great difficulty in maintaining their 
dealer representation. It was neces- 
sary to make substantial loans to 


owner 


listri 


GETTING TO- 
GETHER at the TBA 
convention are left to 
right: Frank Paeske; 
Frank Cline and Frank 
Taylor, all ef Wes- 
tunghouse Electric's 
Lamp Division 


/ECEMBER 


Following is a 
Jackson's talk 


keep some dealers in business, and 
in some markets, it was necessary 
to establish company stores, in order 
to continue and protect their service 
to the motoring public 

That was the start of our activity 
in the TBA business, for we wanted 
to protect the interests of our deal 
ers We began the manufacture of 
a line of tires priced to meet mai! 
order competition and added batter 
ies, spark plugs, brake lining and au 
to supplies to our dealer franchis« 
This program was supported by 
strong national advertising local 
dealer advertising, and aggressive 
merchand'sing plans to put our dea! 
ers in a stronger position to hold and 
improve their business 

Stations Enter Picture—Shortly af 
ter this and based upon our own 
store experience, we recommended 
that our dealers move into new serv 
ice station locations where they could 
take on the sale and service of gaso- 
line and petroleum products. Some of 
our competitors at that time thought 
we had lost our minds and would 
certainly lose our tire business. Ex 
perience has proven, however, that 
it resulted in a large volume of plus 
sales and an opportunity to serve and 
cultivate prospects, which has led to 
a larger and more profitable tire 
business. 

The public has indicated more and 
more that it wants to do its shopping 
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SOFT DRINK PROMOTION 


Franklin Transformer Co., 


under one roof In taking advantage 
of this Firestone Mer 
chandising Plan is built around th: 
truck and tractor, and 
tires are the hub around which all 


trend, our 
automobile 


other sales and service activities re 
volve Your TBA business is very 
much the same but in your mer 
chandising plan, gasoline and petro 
leum products are the hub around 
which all other activities revolve 
Your TBA group is primarily in 
terested in replacement sales, so let's 
take a look at some figures and con 
parisons in this market In 1961 
t is estimated that industry's total 
replacement sales will amount to 45 
106.000 res. as 
RSS OOO 
1946, which was our 


ompared with 67 
replacement tires sold r 
biggest year 
It must be remembered, however 
that 1951 was a year of government 
strictic 


mtrol and n of rubber, but 


Minneapolis; Leo Spanuello, Pure Oil, Chicago 


Aclanta; H. L 


despite this, the rubber industry has 
had a very satisfactory volume of 
business in both unit and dollar sales 
It is of interest to look at the for- 
ward market for the tire industry 
but before doing this, let's consider 
the forward trend and pattern of 
general business which, of course, will 
represent a foundation and influenc: 
for our business. Assuming that our 
yuntry will have a continuing mili 
tary and armament program, but no 
I think we ar 
n for a very high level of business 
and an extended period of prosperity 


mmediate major war 


Replacement Tire Outlook—It is 
estimated that industry replacement 
business can amount to 56,800,000 
tires in 1952 compared with 45,106 
000 which we expect in 1951 In 
1953, our estimate goes to 63,563,000 
tires and in 1954 it reaches 65,504,000 
I can give you a figure of 67,449,000 


OIL MEN FROM CANADA at the Oi! Industry TBA Convention, left tw right: J. A 
Pope, Imperial Oil, Toronto; Ralph Schanw, Supertest Petroleum, London; Bert Hanna 
ford, Sun Oil Co. Led 


and Harvey 


82 


Rowe, Cities Service, both of Toronto 


An innovation at the TBA convention was the booth set up by the Coca Cola Co. in the Chase lobby 
where the company's products were dispensed free, with or without a sales talk, to all attending the convention 
E. L. Arnold, Standard of Ohio; R. H. Hicks, Coca Cola Co., 


Left two right 


Danziger, Hollingshead Corp.; Howard S. Dahleen, 
Russell Seymour, Electra Manufacturing Co 


. Kansas City 


for 1955, and perhaps that is as far 
as we should go at this time, al- 
though we do have rubber supply and 
demand projections through 1960 


Your TBA Group has done an out 
standing job in the sale of tires, and 
you have become a major factor in 
the field of tire distribution Based 
upon the figures of your progress 
you should have every right to ex 
pect to maintain and improve upon 
your present fine position. But let's 
take a look at some of the reasons 
for your progress that are apparent 
to all of us 

First, the motoring public has ir 
dicated a very strong preference for 
buying their tires at service stations 
where they can 
TBA service 

Second, the oil industry has a very 
large number of these type 
throughout the country 


receive te 


‘ omple 


stations 


Third, you were very alert in taking 
advantage of this public need and de 
mand, with plans to equip these sta 
tions with facilities, products and 
manpower to provide thess 


I have reviewed published reports 
showing the 
have and the number who are en 
gaged in selling TBA products It 
is apparent that your big sales in 
crease has come by the 
of new dealers to a tire 
gram 


services 


number of dealers you 


acquisition 
selling pro 


Dealer Training Vitalk—You can 
continue to make progress by adding 
new outlets, but your biggest and 
best opportunity will be through in 
creased individual station sales, and 
a program of dealer training and de 
velopment for better tire selling and 
merchandising 
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day depends on petroleum outlets 
‘ ’ . But not one bit more than petrole- 
One-Stop Stations, TBA Sales Push um outlets depend on TBA 


I think you TBA men agree with 

; me. I only wish I could feel as sure 
Needed to Protect Gasoline Gallonage that top management throughout the 
oll industry recognized this interde- 
pendence between retail petroleum 
marketing and TBA as thoroughly 
as we do. But even there, I'm op- 
timistic. I think the trend is in the 


Oil marketers who are slow to provide motorists with right direction that, more and 


“one-stop service at stations by stressing TBA sales, more, top management is becoming 
cannot remain competitive, Carlos D. Kelly, vice president thoroughly aware of this interde- 
of Purolator Products, Inc., told the Oil Industry TBA pendence, and doing something about 
Group in St. Louis Dec. 4. The partial text of Mr. Kelly's it in terms of TBA programs designed 
talk which follows also reviews factors favorable to TBA to keep their dealers in the competi- 
sales in the years ahead tive running 


After all, that’s the key point 


By CARLOS D. KELLY | 
Vice President T MER S AVE F § [ 
Purolator Products, Inc. 
We all recognize that dollar-wise S $ 15° WHEN Hf FEATURES 
TBA is still only the tail on the dog, 
so far as oil company operations PER CAR 


are concerned. But I'd like to say 
in all sincerity, that in my opinion 
the oil man or the oil company that 
fails to heed today’s merchandising 
trends in gasoline retailing is not 


only risking the tail. He is risking 
the whole dog 


Believe me, nobody has to “go out 
on a limb” to say that “one-stop’ 
service in the sale of petroleum prod- 
ucts is here to stay. And it's grow- 
ing with every passing day. Smart 


dealers need it and want it. Motorists HYDRA-MATIC - DYNAFLOW 


demand it, and less and less will they 


put up with anything short of it POWERGLIDE ° ULTRAMATIC 


Surveys prove it. We all recognize it, 


I, 
surveys or no surveys FORD-O0-MATIC z MERC-0-MATIC 
If that fact means anything, it AUTOMATIC 
means that the gasoline retailer, the 
service station operator, on whom you TRANSMISSIONS 
depend in large part for consumer 
acceptance of your petroleum prod- 9, 
ucts, can no longer stay in business and it’s as simple as an oil change 


and make a living without TBA More than 1,000,000 General Motors and Beli Company and has performed per- 


TBA a ‘Must’.-_Now I want to other make cars are already equipped fectly in the automatic transmissions of 
make this point clear. I don't mean with automatic transmissions and the num thousands of General Motors and other 
that he depends on TBA to supple- ber is ever growing! These units require mahe com Your tecal jobber has FLARE 
ment his profits on gas and vil I a refill every 10,000 to 25,000 miles. The LIQUI-MATIC FLUID available in con- 
mean more than that. a lot more Service Manual which the Bell Company venient sizes. Contact him today 


I mean he won't sell enough vag” offers, fully explains how to service and THE BELL COMPANY, inc. 
& & 


and oil to put in your eye unless he cell these erensmissions. Any garage of 415M. Wolcott Ave., Chicege 22, iil. 


ffera his custonr , t service station with a grease rack can ren 
o 4 “ws ome x c €-ate é - 
ice. In other w - “ . yg ae der this service. FLARE LIQUI-MATIC *Pere Ligui-ttatic Pusid retails tor O54 © the 
e ords, uniess fhe carries FLUID was developed in 1945 by the ereroge (a: veer |! quarts whach motes 0 tate! mste 
co a > f 

TBA, and a complete line of it S aaee tas aneee te aoe nae 
he doesn't, his competitors will, 
they'll be the ones that sell the g 
line and oi] too 

In other words, you can’t measure 
the importance of TBA to oil com- Was Gms COMPANY. wet 
pany sales just in dollars and cents ap os aon 





Poo i ed vow ew ——~— 
If you do, you're spitting upstream, i | — etl: $6 


et Amen ema wears 


to put it bluntly. You've got to evalu- 
ate TBA in the light of the merchan- 
dising trends that gasoline retailing 
faces today. When you apply that 
measure, yes, you find that TBA to- 
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“Since Installing £772CO/re Overhead Lubreels 
We Handle More Lube Jobs and Have Increased Our 


om Over-all Sales” Averys tbrneron 
Highlend Falls, W. Y. 
= 


bitin 
“Years of experience in the servicing of 


in , Seve - automobiles have convinced me that 
no lubricating equipment equals Lincoln 
when it comes to quick, efficient 
lubrication of automobiles. 


“Our new Lincoln Overhead Lubreels 
save clean-up time and, with the drums 
located in the basement, allow 
more work-room. 


j 


“We find we turn out additional lube 
jobs each day with less strain. We 
take care of more business with the 
same manpower. The more lube jobs 
we handle the more our over-all 
sales increase. You can usually alwoys 
pick up extra sales of service or 
accessories when you have o car on 
the rack and can inspect it.” 





Bill Avery's Lubritorium 
Route 9-W 
Highland Falls, N. Y. 





trecolte, Sg) Engineered 


LUBRICATION DEPARTMENT 
opens your front door to extra profits 


Linco/n 30 Inspections at Time of Lubrication, that Build Extra Sales... 


! 
2 
3 
4 
5 
« 
? 
® 
| 
10 


Look at the Fan Belt 14 Check Brake Pedai travel Indreator Lights interior ana 

Look at the Air Cleaner 15. Check Hydraulic Brake Master ae Exterior Lights 

Check the Ou Fitter Cylinder “>. Check front and rear Body Door 

Look at the Spark Plegs 16. Check Transmission and Differential <° Inspect Front Floor Mat 

— hy ignition Wires and lubricant level <'. Check the Windshield Wiper and 
stnidutor 17. Check Universal Joints for ag Windshield Washer 

Check the Carbureter 8 coeaiited tom lor wear 2, oe 

Check the Fuel Pump 19. Check Rear Wheel Bearing Seals <. Sell needed Accessories 

Look at the Battery and Cables 55 © Replace lost or damaged grease 

Look at the Water Pump £0 Check Front Wheel Bearing lubricant fittings with LINCOLN 

Check Radiator Hoses 21 Check Front Wheel Suspension system BULLNECK® Fittings. the 

inspect Radiator Core for Leaks <<. Check the Muffler and Tail Pipe modern fitting with the ball-in 

12. Check Radiator Fiud <3. Test the Shock Absorbers the-top .. . Seats dirt owt 

13. Test Cluteh Pedal action <* Try the Headlights, Stoplights grease in 


LUBRICATING 
EQUIPMENT 


FOR MORE INFORMATION ON 
LINCOLN BUSINESS BUILDING 
© PIONEER BUILDERS 
= 


LUBRICATING EQUIPMENT, 
ENEVEN wa. 


LUBRICATING EQUIPMENT e 
LINCOLN ENGINEERING COMPANY 


5702-74 Natural Bridge Ave. © St. Louis 20. Missouri 
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competition. If no service stations 
were offering one-stop service, that 
would be one thing. But when a num 
ber of them do-—they educate the 
motoring public to expect it, and woe 
betide the petroleum marketer who 
fails to provide what the motoring 
public wants and expects 


Station operators, (like every other 
business today) are being pinched by 


nerease in the number of cars be 
tween three and nine years old, and 
a drop in the number of over 10-year 
id “crates” still on.the highways 
That, it seems obvious to me, spells 
an optimistic outlook for the mer 
chandising of TBA through service 
stations even though it may not 
be entirely beneficial to the hard 
parts of industry 


hand, cars less than three years old 
while they may not require as much 
attention as older vehicles, are still 
getting top care from their owners 
and what they do need in the way of 
replacement—-new tires, new bat 
teries, new accessories of various 
kinds—-they get. That's what's im- 
portant to us-—not what cars actually 
need so much as what their owners 


We all know that the tendency 
among most owners of cars over 
10 years old is to “make do to 
spend as little as possible to keep 
the vehicle moving On the other 


feel justified in giving them and will 
spend the money to give them 
Facts Favoring TBA-—This same 
factor of owner-care operates in our 
favor also in at least a substantial 


steadily rising costs many of them 
to a point at which they can no longer 
make a decent living just by pump 
ing “gas and selling oil. They tell 
me that TBA and small repair jobs 
today often make the difference be- 
tween staying in business and turn- 
ing the place over to the sheriff 

They also tell me that this TBA 
service and minor repair service is 
the principal factor in creating the 
steady repeat customers that are vital 
to the successful operation of most 
service stations 

We have some 42,000,000 motor 
vehicles on our highways at the pres- 
ent time, of which about 42,000,000 
are passenger cars, the balance trucks 
w buses. That compares with less 
than 35,000,000 ten years ago, of 
which under 30,000,000 were passen- 
ger cars. So our potential market, 
in passenger cars alone, is now about 
40% bigger than it was at the out- 
break of World War II 


ORDER OW FOR 
BIG'52 
PROFITS! 


Car-Age Analysis—Let's examine , ef 


the nature of that market, in terms 
of age of cars. That makes a differ- 


ence. We all know that the average 
THE SILICONE CAR POLISH 


age of cars on the road is higher, 
because of the four war years in 
THAT ALSO CLEANS! 


which practically no new cars were 
made. Actually, it is currently es- 
timated that about 40% of the cars 
now on the road are over 10 years 
ld And of the remaining 60% 
about half are three to nine years 
id, the other half being under three 
vears old 


‘Write Boyle-Midway for details of 


SPECIAL 
PROMOTIONAL 


ALLOWANCE 


Autoobrite’s roaring abead, so don't be 
left behind. Get this timely and terrific 
promotional allowance and watch your 
polish profits pile up fast! Stock and 
display Autobrite...the most talked 
about car polish in America. 


This compares with only 17% of 
cars over 10 years old in 1941, the 
last “normal” year before the war 
turned the industry upside-down. In 
1941, about 32% of the cars were 
under three years old, and 51% be- 
tween three and nine years old 

Now, we've heard a lot of talk 
about cut-backs in the automobile 
industry, and it is still possible that 
they may assume serious propor- 
tions, I suppose. But it is worth 
bearing in mind that car and truck 
production up to Oct. 1 this year 
totalled 5,400,000 units, less than 10% 
below the 1950 record for the same 
period. So at the worst we will have 
a big vehicle production year in 1951, 
by all normal standards well over 
6,000,000 units, of which around 5,- 
000,000 will be passenger cars 


RR aes 
Sales Department 
Boyle-Midway Inc. 
22 East 40th St., New York 16, N. Y. 
I don’t want to miss out on your special Autobrite pro- 
motional allowance. Please send complete information. 


continues, the market (age of cars) 
will tend to go back to “normal,’ 
with an increase in the number of 
ars under three years old, a further 
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Obviously, as new car production . SiS ee ae : 
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part of the 
group 


three to nine 
certainly up to the six-year 
ids, That gives us an estimated 50% 
f the cars on the right 

But the 


this 


year age 


road now 
important 
lower age 
Practically speaking 
cars in the six to 
because of the 


that 
growing 
there are no 
nine 
wartime 


thing is 
group is 


year group 
shut-down 
of production. So in coming years, our 
principal market will be 
clusively of post-war 

and later. That, in itself, is 


But from the selfish standpoint 
of TBA market potentials alone, even 
better is the fact that declining pro- 
duction of new cars since Korea 
places increased value on all these 
post-war cars, particularly in the 
eyes of their owners 


made up ex 
1046 
good 


models 


When car-owners hear 
duction cut-backs, they 
pamper the car they have now. When 
they read about increased new-car 
prices, they take better care of their 
present car. Proper maintenance be- 
omes more like an investment, less 
like an expense. Which it is 


about pro- 
begin to 


Of course, I'd 
car production continue at record 
levels, if it were possible. So would 
ve all. But regardiess of that, the 
fact remaina that these trends spell 


prefer to see new 


/ 
\|4 


TRANSFER PUMPS 


eon 


need 


qT 
qittl 


SELLING 
7 sERVICe 


4 


HR-10 

HAND ROTARY PUMP 
transfers liquids at rate of 15 
gallons per minute with suc- 
tion lift of 10 feet. Flows 
smoothly without pulsation. 
Heavy, corrosion-resistant car- 
bon vanes are self-adjusting for 
wear. A heavy duty utility pump 
for read, field and jactory 


SELL MORE...EARN MORE 
with the K-P LINE 


re 
© Send for titerot” 


Kp ! MANUFACTURING co. 


LINDEN AVENUE 


an expanding 
increased need for TBA 
greater demand for TBA 
therefore 
enlarged 


market for TBA, an 
items, a 
items and 
a growing opportunity for 
TBA programs and sales 


Size of Market...Well, that's only 
one factor bearing on our market 
It shows this market is expanding 

that the trend is in our favor 
How about the sice of the market’ 
A recent estimate places it at about 
$2.26 billion a year, of which tires 
account for $1.14 billion; batteries, 
$365 million; and accessories around 
$750 million 


However, this same recent survey 
indicates that service stations are 
only getting about half of this total, 
the balance going to competitors. | 
submit that this is a situation the 
petroleum industry cannot afford to 
ignore that under a competitive 
system of selling oil and gasoline, it 
must bend every effort to boost TBA 
volume in its service stations if it 
expects to keep its retail operations 
on a sound and profitable basis 

That's a real challenge to double 
the present TBA volume handled by 
your service stations. I can see no 
reason why it cannot be done if 
not today or tomorrow at least 
within the next few years. And I 


P-100 SERV-AL PUMP 
eliminates heavy lifting, lost 
time, waste. Handles all lubri- 
cants—38" stroke removes all 
contents. Fits any 15, 30 of $5- 
gal. drum or barrel. Steel valve 
far outwears ordinary leather 
types. A fine low priced pump buy. 


P-300 

LEVER ACTION PUMP 
is designed for farm, store or 
industrial service. Lever action 
suction lift is easy and pos- 
itive. Adjustable suction pipe 
telescopes to fit any size drum. 
NeS moulded foot valve and 
plunger insures perfect seal, 
trouble-free service. A real fast- 
seller. 





Get the facts... 
Write us for 
complete information 


MINNEAPOLIS 3. MINNESOTA 


believe some companies will do it 
I further predict those companies 
that fail to give TBA its proper place 
in their over-all selling, are going 
to fall behind the parade in their 
petroleum marketing as well 

Dealers Need Training To me, one 
of the most important things I 
learned from station operators about 
their TBA selling problem was this 
They know too little about the prod- 
ucts in the TBA line, and as a re- 
sult do not, and cannot do, a rea! 
selling job on them 

Dealers themselves admit it. They 
realize their own deficiency, many 
of them. What's the answer to that”? 
Are they getting the proper help, 
the selling help they must have, from 
the manufacturers, their missionary 
men, the jobber salesmen, or the oil 
or tire company TBA salesmen? 
“The answer seems to be no. But 
I don't think the blame lies on any 
one of us. There are, after all, close 
to 200,000 service stations in the 
country, and even if we eliminate the 
marginal operations there are at 
least 150,000 stations that need and 
should have help 

Obviously, at the present stage of 
the game, no manufacturer can cov- 
er them all. In the oil company TBA 
program, the situation varies widely 
in terms of station coverage by TBA 
salesmen how many calls the sales- 
man makes per day, what he 
when he calls, how many times a 
year each station is covered. The 
same ia true in jobber distribution, 
from all I can observe 


Co-ordination Would Help I think 
one answer may lie in a closer co- 
ordination of the manufacturer's mis- 
sionary work and that of the oil 
company TBA salesmen. We try to 
co-ordinate our efforts now, to some 
extent. Isn't there room for improve- 
ment? Wouldn't some careful plan- 
ning result in better utilization of 
the field manpower, we have now 
perhaps point the way to profitable 
expansion of this manpower, both 
by manufacturers and the oil com- 
pany TBA divisions? I think the 
answer is yes. I think also that the 
first move is up to you. After all 
they are your dealers, primarily. Why 
not make more demands on your 
TBA manufacturers for closer, better 
support of your own TBA sales or 
ganization? They'll welcome it, in 
my opinion. I can promise you I 
will do everything I can to go along 
on filters. I feel most other manu- 
facturers who depend on oil company 
TBA for sales will also jump at the 
chance 

I think most manufacturers, like 
myself, recognize TBA as a growing, 
an increasingly important channel of 
distribution for automotive products 

recognize that we've got to work 
closely with you TBA sales executives 
to develop the full potential of this 
market 


does 
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I’ve got a good 
connection here! 





It’s static-sure and gas-tight... 


“That's why you can depend on a safe, leak-proof a hit with drivers, too. Their lighter weight makes hose 


connection every time with Scovill Couplings. Perma- 
nently machine-attached, they extend the service life 
of hose. 

“Look at the smooth, even, inside diameter of these 
Scovill Couplings. That's why you get uninterrupted 
flow—free from bottleneck or barrel-type restrictions. 

““Scovill Couplings on fuel oil or distillate hose make 


easier to handle—and hose takes more flexing and 
gives more service.” 

All you have to do to get these extra money-saving 
advantages for your fuel oil and distillate hose is to 
write this style number on your next hose order: 
Scovill 520-H Couplings. For more information, ask 
for Bulletin 520-H. 





THE BROADER GRIP THAT SAVES THE HOSE LIFE broader area over which coupling grips 
Maximum compression without cramp- 
Other Scovill features: Lock-on ferrule 

integral part of coupling, making 
i seal. Wide range of ferrule sizes. 

. D. same as nominal I. D. 

—rigid, uniform, full-flow area. 


- 


SCOVILL TRIPLE-TESTED 
GIVE MAXIMUM FLOW, SAFETY AND HOSE LIFE 


TRIPLE TESTING PROVES SCOVILL DEPENDABILITY 


PRESSURE test proves Scovill FLEXING test proves Scovill 
coupling holds beyond burst- coupling does not weaken the 
ing pressure of hose hose 


PULL test proves Scovill cou- 
pling holds beyond tensile 
strength of hose 
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FROM CANADA AND MILWAUKEL these TBA men trade views and news at the St. Louis Oil Industry TBA Convention 
Left to right: FE. W. Barbour, Firestone Tire & Rubber Co. of Canada Ltd., Hamilton; J. E. King, McColl Frontenac Oil Co., Mon 
Dornoff, Pace Oil Co.. Milwaukee; M. Milwaukee; and J. Ff 


of Canada, Hamilton 


real, James tI Hun, Globe-Linion, lac., Kearns with Firestone 


cause they did not account for the 
great majority of gasoline sales. Be 
ing a researcher, my immediate 
thought was--where do unmarried 
men and women buy gasoline? They 
certainly were unaccounted for in 
this study 


14 Million Women Drivers Are Called 
Market ‘Neglected’ by Service Stations 


There are at least 14 million women drivers in the U.S 
Data Lacking.—Another source of 
information I approached had done 
all kinds of service station studies 
on a national scale, but when asked 
the direct question of male versus 
female buying, I was told they had 
thought on several occasions of de 
veloping some information along this 
Following is partial text of line but to date nothing definite had 
her talk been done. However, it was felt in 
this company that women’s purchases 
of gasoline had been greatly increased 
since the war but to what extent they 
By CASILDA V. A. WYMAN at me with a jaundiced eye and said had no statistics. Again, the think 


Don't be ridiculou of cource they ing was related to the purchase of 
jon't.their husbands buy them.” In gasoline 
fact, he even hac study which I 
7 a — At this point, the thought occurred 
am sure he felt would prove his point 
- to me that credit cards of oil com- 
The study had been made to deter- 

panies might be a source of informa- 
mine the gasoline buyin® habits of ° 

. tion. Not one of the many compan 

men and women in service stations 4 

ies asked had a breakdown of their 
It showed that only about 9° of the 

. credit cards by male and female 


comprising a car-care market that is won by good 


service This was the theme of an address made before 
the Oil Industry TBA Group meeting in St. Louis Dec. 3-4 
by Casilda V. A manager of commercial re 


search for Farm Journal, In Philadelphia 


Wyman 


Service stations, she warned, are losing a large share 
of this market because women believe their service is in 


ferior to that of car dealer 


Farm Journal, Inc. 
Philadelphia 


When I was asked to speak before 
the TBA Oil Industry Group here in 
St. Louis on the subject of women 
and their evaluation of service sta 
tions, the assignment did not seem 


too difficult I 
better To date, the people to whon 
[ have talked in the various oil com 
panies, who I thought 
the most about women's buying habits 
in service stations for that is really 
what you want to know. have given 
me the same jabberwocky. They all 
say the same thing. but they say it 
lifferently 


should have known 


would know 


My basic question was, do women 
buy gasoline, tires, batteries, and 
ther automotive after-market items” 


One oll company executive looked 


customers in the service stations they 
studied were women. In business or 
traffic areas this went as low as 6°, 
and in neighborhood areas climbed 
eo about 16%. Further perusal of this 
study revealed that of the males and 
fomales queried, 75% of the husbands 
made 80-100% of the family gaso 
line purchases, but only 6.5% of the 
wivos made 80-100% of the family 
gasoline purchases. The few remain 
ing 80-100°, purchases were made 
by sons and daughte™s. He firmly be 
lieved, therefore, that women were 


not tire and battery ustomers be 


The Nation] Highway Users Con 
ference has figures which show there 
are approximately sixty-two million 
drivers in the United States. They 
also state that this figure represents 
approximately a little more than one 
and a quarter drivers for each regis 
tered vehicle. But that was that 
they had no means of determining 
how many of the sixty-two million 
drivers are men and women 


14 Million Women Drivers —_H ow 
that market is sold depends on you 
and that market contains at least 


PETROLEUM NEWS 
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QUALITY . QUALITY QLALITy 


Gentlemen: 


The +™Portance or Wality has been par 


amount with us 
for forty years, 


have eye and buy “appeal, 


tubes Under your own brand, 


Sincerely 


THE 


POLSON RUBBER COMPANY 
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fourteen million women drivers at 
least 22° of the total drivers in this 
country! Where did this figure come 
from”? Let's do some 
fashioned arithmetic. There are ap 
proximately forty-eight million men 
in this country over 19 years of age 
Lets say that every one of them 
is a driver. But there are over sixty 
two million drivers. The difference be 
tween sixty-two and forty-eight mil 
lion is fourteen million. Those four 
teen million drivers have to be 
women. The figure may even be high- 


simple, old 


er but we know the market cannot 
be any smaller. Some authorities are 
even willing to allow that one out 
of every three drivers is a woman 

For years I have seen studies which 
show that men are the deciding fac- 
tor in the brand of gasoline used 
But now there are rumblings in the 
industry that women have more in- 
fluence on the brand of gasoline pur- 
chased than had previously been ap- 
preciated 

It is interesting to note that six- 
teen million cars are used in this 


"We sell the lamps that 
are US 
facturers 
on new 

cals” 


most by car manu- 


PY 


44 


— 


“4 
THE BEST SALES TALK 
YOU GAN GIVE ’EM ~- 


You don't have to argue much to sell auto 


lamps. 


But, 
customer when making a 
little, in a nice way, 


Most lamp sales are necessary purchases. 


you can build yourself up with your 

lamp sale if you'll brag a 
that you use Tung-Sol lamps— 
the kind the car makers use 


most. 


Get your part of the 43 million dollar annual 


auto lamp replacement busine 


ss. And get it with 


Tung-Sol lamps—a complete line which meets every lamp 
need of every car, bus and truck—old or new. 


Make double profit on lamps by installing them 


when you are doing other work, 


time as well as lamps. 


TUNG-SOL 


AUTO LAMPS 


SIGNAL FLASHERS ELECTRON TUBES 


-endwg Yi 


: a UM 


So you can charge for 


TUNG-SOL ELECTRIC INC., NEWARK 4, N. J. 


Seles Off ces Atlonte * Chicago * Delles * Denve 


90 


* Detroit * Los Angeles * Nework © Philodelphia 


country each week for shopping trips 
About 28% of all automobile trips 
on Saturdays are for shopping, 9% 
of the Sunday trips and 16% of the 
weekday trips are for the same pur- 
pose. It all adds up that women are 
car-conscious. They are shoppers and 
whether they are shopping for fam- 
ily essentials or automotive essentials 
makes no difference. They will shop 
where they believe they get the best 
buy for thir money and the best serv- 
ice 

With this in mind, I decided to ask 
the ladies themselves who drive cars 
if they bought gasoline, tires, batter- 
ies, and other automobile accessories 
If so, where did they purchase them 
and why they purchased them there 
Here is what came of this question- 
ing 

Women Want ServiceThe whole 
story can be summed up in a few 
words. Women want service, and their 
automotive purchases are made where 
they get that service. They do not 
consciously follow this pattern. It 
evolves 

A fact I would like to stress, and 
which I believe is important, is that 
the average woman does not refer 
to service stations as such. She calls 
them “gas” stations. Perhaps this is 
the fundamental! reason why she does 
not think of them when it comes to 
the actual servicing of her car. The 
majority of women from whom I 
heard or to whom I talked return to 
their automobile dealer when their 
wants are more than gasoline and 
oil--not to the gas station. Believe 
it or not, @ great many women feel 
they are in a man’s world when they 
drive into a gas station. Car dealers 
evidently, have not allowed this feel 
ing to develop. They give them serv 
ice which brings them back. It is all 
a matter of conditioning. Your great 
ect competition for a woman's after 
market dollar lies with the auto 
mobile dealer. Men have been educat- 
ed to buy more than gas and oil in 
service stations. Women can be con 
vinced, too. How? With service that 
brings confidence. Get a woman's 
confidence and you have a loyal 
customer 

What are these services? They are 
both large and small. some of them 
tangible, some intangible. She wants 
the pumps at an angle that make it 
easy for her to approach from the 
street. She wants the attendant’s uni- 
form to be clean, not so begrimed 
that it dirties the seat when it is 
necessary for him to drive the car 
She wants her steering wheel wiped 
when he is finished, so her 
won't be soiled. She likes the back 
window cleaned. She wants both the 
left and right side of the windshield 
wiped. She is pleased when the in 
side of the windshield is cleaned. She 
appreciates warned that the 
getting smooth, that the 
fan belt is fraying. She 


gloves 


being 
tires are 


wants the 
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oil and water checked. When the 
tires are checked, she wants the 
spare looked at, too. She wants the 
fender wiped if the gasoline tank 
overflows. Sounds simple enough, 
doesn't it? But bear in mind I have 
mentioned these affirmatively. The 
ladies mentioned them as services 
they would like to have but all too 
often did not receive. 

Cool Toward Self-Service Even 
though she does appreciate the value 
of a dollar, these new self-service 
gasoline stations hold very little 
‘charm for her. It is not the mechan- 
ics of operating the pump which 
bothers her. She does not like hand- 
ling the pump when she has her good 
clothes on, and if it is raining will 
not get out to put gasoline in the 
ear. She goes to a station where she 
can get service. 

She is annoyed when she must ask 
a station man for the key to the rest 
room. When the station is open, why 
must the door be locked? She likes 
the gas station that gives lolly-pops 
to the children. 

Little Services Count This you 
may or may not like. One woman al- 
ways buys tires at her service sta- 
tion because they keep them inflated 
properly. Several years ago, when she 
bought her first car, she followed 
instructions and kept the tires at 
twenty-eight pounds of pressure, un- 
til one day the station attendant told 
her they would last longer if she had 
more pressure in them. She is cer- 
tain they are tire experts because 
they keep them inflated properly 

Another correspondent liked a par 
ticular gas station because when her 
car was serviced, if it was necessary 
for her to wait, there was a smal! 
lounge with magazines and a radio 
And, as she put it, she was out from 
underneath the men's feet 

I would like to mention the follow- 
ing because in all my exploring this 
was the only example mentioned of 
actually selling a woman an after- 
market item in a service station. A 
lady who contended seat covers were 
an unnecessary expense, bought them 
after her service station man pointed 


have deliberately attempted, on sev- 
eral occasions, to evoke a sales talk 
from the men in the two gas sta- 
tions where I deal—one near my 
home and the other near my office. 
I have not succeeded as yet. 
Women's Market Is There—Per- 
haps you do think of it as “service 
above and beyond the call of duty” 
but how much are the subsequent 
dividends from this service worth to 
you and your dealers? TBA sales 
to women will grow in service sta- 


To Dress Up Tires 
and Rubber Accessories 


use FUGLYDE- 





on Tires, Floor Mats, Weather- 
stripping, 
Surfaces—Black, White, or Any 
Other Color. 


tions just as fast as your companies 
recognize them as customers As 
soon as you are convinced you have 
a market with women in this coun- 
try, you will sell them through serv- 
ice. Through service, they will have 
confidence in the people with whom 
they do business. A woman in an 
automobile is no different than the 
woman in your home. She likes at- 
tention. No woman was ever wooed 
and won by neglect. She's a lady 
treat her like one! 





and Other Rubber 








Try this new 
use for RuGLYDE Rubber 
Lubricant and Preservative. 
It cleans rubber and restores 
that NEW look. Requires less 
effort, less cost than rubber 
cleaners, dressings or paints. 
Simply Rub On — Wipe Oft! 


This new, proven use — in 
addition to industry-standard- 
ized uses for lubricating rub- 


ber parts and fittings and for 
tire mounting and demount- 
ing — will improve your serv- 
ice and please your trade. 





out they could be washed and her 
clothes would, therefore, be kept 
cleaner. A little service, yes, but 
one which appealed to-her as a 
woman 

Does this seeming lack of selling 
mean service stations are overlooking 
the obvious opportunities to sell wo- 
men automotive items? Have they 
been taught to look at a woman the 
same as a man driver? I do not 
think so 

No Sales Bid--May I personalize 
for just a few minutes? I am sorry 
to say you see before you a woman 
driver who returns to her dealer for 
after-market items. These last few 
months I have naturally been ex- 
tremely service - station - conscious 
Since I took on this assignment, I 


RuGLYDE comes in 8-oz. re- 
fillable applicators; also one 
and five-gallon cans. Order 
from your jobber. 
American Grease Stick Co. 
Muskegon, Mich. 
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Fastest, safest of all lifts 
Handles all old and new cars. 
No axle supports to position 
Automatic wheel chocks 
E>tra long superstructure 
Reinforced steel runways 
Modern, streamlined design 
Airdraulic Jack with Automatic 
Air Bleeder (optional) 
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S. A. “Sandy” 

Flint has re- 

signed as  divi- 

sion manager of 

Shell Oil at Cleve- 

land to become a 

Shell jobber in 

Eagle Lake, Tex 

Because of ill- 

ness, he has been 

on leave of ab- 

sence since Aug- 

Mr. Flint ust Mr Flint 

started working 

for Shell in 1924 as a utility clerk 

He became an assistant division man- 

ager in 1930 and in 1938 was ap- 

pointed manager of the central divi- 

sion in Baltimore. He later was made 

head of the upper New York State 

division and in 1946 became division 
manager at Cleveland 


W. J. Loufman, president of Fleet 
Wing Corp., Cleveland, Ohio, has been 
elected district chairman of the Ken 
tucky-Ohio-Tennessee Ojl Industry 
Information Committee 

Ray G. Fenner, Pure Oil, Columbus 
Ohio, was re-elected vice chairman 
of the district The committee will 
hold its first 1952 meeting Jan. 15 at 
the Nethériland Plaza Hotel, Cincin 
nati . 


R. H. C. Harrison, K. CC. (Kings 
Counsel) of Calgary, has resigned 
from British American Oil Co. to 
take up his new duties as president 
of the Western Canada Petroleum 
Assn. Mr. Harrison is a member of 
the board of governors of the Cal 
gary Petroleum Club and was recent 
ly appointed to the board of govern 
ors of the University of Alberta 


Henry C. Judd, treasurer of Stand 
ard of California, has been elected 
to the 1952 board of directors of the 
San Francisco Chamber of Commerce 


Harry L. Pelzer has been elected 
a director of Sinclair Research Lab 
oratories, Inc., Harvey, Ill. Mr. Pelzer 
is manager of the laboratories 

. . . 

E. E. (Ernie) Pyles, vice president 
of Jergins Oil Co., Los Angeles, has 
been named to the board of directors 
Mr. Pyles is a member of the Mili 
tary Petroleum Advisory Board and 
National Petroleum Council 

. > > 
TALKING THINGS OVER at Novem- 
ber meeting of Tennessee Oil Men's Assn. 
in Gatlinburg are (left to right): Howard 
Anderson and Bill Johnston, both of 
Holston Oil Co., Johnson City; and Fred 
Alcorn, Tubb & Hill Oil Co., Sparta 
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THREE OFFICERS of Tennessee Oil Men's Assn., named at group's November conven 
tion in Gatlinburg, are (left to right): E. J. Connable, Motor-Pep, Inc., Memphis, pres: 
dent; R. W. Johnson, Johnson Oi! Co., Morristown, vice president for East Tennessee 
and Calvin Houghland, Direct Oil Co., Nashville, vice president for Middle Tennes 
see. Not present for picture was J. E. Cawthon, Beare Ice & Coal Co., Jackson, vice 


president for West Tennessee 


BETWEEN MEETINGS at recent Tennessee Oil Men's Assn. convention in Gatlinburg 

are (left to right): Carlyle Jennings, Jennings Oil Co., Murfreesboro: Mrs. Sam H 

Arnold, general manager, Elk Oil Co., Fayetteville; and Mrs. Arnold's son, Norton H 
Arnold, also of Elk Oil 








This Week 
Continental Oil Company 
Salutes... 


David Allenson 
Home Oil Company 


Riley, Kansas 


A man’s character is usually demonstrated by his hob- 
bies. Dave Allenson is a woodworker. And here’s the key 
to his character — Dave starts right from the tree itself, 
not some half-finished plank. He goes into the timber 
himself, selects his wood, fells the log, saws it and planes 
it, turns it and polishes it, finishes up with fine, hand- 
worked pieces that show patience and determination 
and skill 


He runs his business the same way 


But to tell you the truth, he had to learn. Mr. Allen- 
son started in the oil business as an oil company agent, 
but then he decided to build his own business by becom 
ing an independent jobber 


He admits now that he didn’t choose the best basic 
material to work with. He was trying to sell the wrong 
brand of products. Since he likes to work with only the 
best, he changed to Conoco Products in 1928. 


He says Conoco Products are fine “raw material” 
with which to build a business. For he knows that the 
very last-minute discoveries of an amazingly complex 
acience go into every one of Conoco’s hundreds of fuels 
and lubricants. 


What's more, the extensive advertising behind Conoco 
Products has established them as tops with consumers— 
advertising in national magazines, newspapers, bill- 
boards, farm papers, radio and television. And, for a job- 
ber, Conoco Products have an “extra’’ quality, not shown 
in laboratory specifications—the vast experience of 
Conoco marketers, available to any jobber if he wants it. 


Here's proof that Mr. Allenson knows how to use good 
material: within 18 months after he changed to Conoco, 
his business was doubled. And it’s been growing ever 
since. His service station, at the junction of US24 and 
US77, gets many tourist customers, traveling with the 
famous Conoco Touraide. And both his bulk plant and 
his service station business have taken a recent spurt, 
because of the spectacular popularity of the “50,000 
Miles— No Wear” oil, Conoco Super. 


Dave Allenson is an active member of the Lions Club, 
and has served as vice president. He recently received 
his 25-year pin from the Masonic Order. He is an active 
member and has been a director of the Kansas Oil Men’s 
Association. 


Continental Oil Company is happy to salute David 
Allenson—a man who knows the only way to build a bed 
or a business is to use only the best materials. We're 
proud that Dave has been using Conoco materials for 
sO many years. 


And we'd like more jobbers like him. If you are in- 
terested in a jobbing contract with Continental, why not 
write to the Continental Oil Company office nearest you, 
or to Ponca City, Oklahoma. If you are not within reach 
of Continental's gasoline supply, we would be happy to 
give you information about the possibilities of increasing 
your profits by selling the spectacular “50,000 Miles— 
No Wear” oil, Conoco Super, in any of the 48 states. 
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CONVENTION SPEECHES at 


Gatlinburg meeting of Tennessee Oil Men's Assn. in 


November were made by (left to right) Frank M. Porter, president of American Pe 
troleum Institute, and J. P. Seiberling, president of Seiberling Rubber Co 
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Mr. Murdock Mr. Pruitt 


Malcom P. Murdock is now general 
sales manager of Ethyl Corp., New 
York, and will co-ordinate and direct 
the sale of antiknock compounds and 
special purpose chemicals 


Mr. Murdock has been in Chicago 
for the past year as manager of the 
central sales region He has been 
with Ethyl Corp. since 1933 and has 
served in various offices in Los An 
geles and Chicago. He was appointed 
arsistant general sales manager of 
the company in 1947 and in Septem 
ber 1950 was sent to Chicago to 
head the central sales region 


Succeeding Mr. Murdock at Chicago 
is S. T. Pruitt, who was formerly as- 
sistant manager of this region. Mr 
Pruitt joined Ethyl over 20 years ago 
as a field representative. In 1941 he 
was made assistant manager of the 
Dayton sales division and became as- 
sistant manager of the central region 
in 1950 


Milton L. Fisher, secretary-treasur 
er, Sampson-Bladen Oil Co., Eliza 
bethtown, N. C., tells us that his com 
pany recently built two new service 
stations and has replaced some old 
equipment Mr. Fisher is now serv 
ing his lith year as chairman of 
Bladen County Board of Commission 
ers 

H. M. Clark, company president 
was High Sheriff of Bladen County 
for 14 years. H. S. Kimrey is vice 
president 


Raymond J. Reilly is now manager 
of Sun Oil's Syracuse, N. Y., mar- 
keting district and Louis J. Ford has 
taken over as manager of the Long 
Island City district 

Mr. Reilly has been district man 
ager at Rochester since 1940 and Mr 
Ford has served as district manager 
at Syracuse since 1938 
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Ernest L. Hughes, vice president, Sinclair Oil Corp 


Former Independent Is Sinclair Vice President 


Ernest L. Hughes developed in Independent operations 
the marketing skill which has carried him to a vice 
presidency of Sinclair Oil Corp 

While he entered the oil business as a salesman for 
Indiana Standard, he left that company after six months 
to become associated with the Oil Marketing Co., Tulsa 

Thereafter, he went to Chicago and founded succes- 
sively the Western Petroleum Co. (1916) and the Hughes 
Oi Co, (1921). He continued as head of the latter com- 
pany after it became a wholly owned subsidiary of Sin- 
clair 

During World War Il, Mr. Hughes was Dist. 2 director 
of marketing for the Petroleum Administration for War 


On Jan. 1, 1945, at the conclusion of his PAW duties, 
he became special assistant to H. F. Sinclair in market- 
ing operations in New York. He was elected director 
and vice president in charge of marketing of Sinclair Re- 
fining Co. on Sept. 3, 1947. Promotion to vice president 
of the parent company came last May 


% 


Mr. Hughes’ enthusiasm for the oil industry is per 
haps best expressed in two ways 

First, he is most impressed by the industry's “continu 
ously demonstrated ability to meet every challenge throw: 
at it to lubricate and fuel our economy and military ac 
tivity—-have the right product at the right time and 
place for all manner of mechanisms without having any 
real voice in how those mechanisms are made.” 

Second, when he takes a vacation, it’s usually a tanker 
ride 

Born in Louisville, Ky., Nov. 25, 1889, Mr. Hughes re 
ceived his education in preparatory schools there, and at 
Wooster College, Wooster, Ohio. His first business expe 
rience was gained in the lumber field, his father having 
been in the wholesale lumber business. 

During World War I, he served in naval aviation 

Mr. Hughes belongs to the Chicago and Tavern clubs 
Chicago, and the API. He and Mrs. Hughes live in New 
York City. They have two daughters and seven grand- 
children 
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